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A Feast Or a Flop? 


What Will Your Christmas Trade Be? Practical Suggestions in 


“Half a leg, half a leg onward— 
“Bundles to the right of them 
“Bundles to the left of them 
(But no shoe bundles) 

“Was there a man dismayed? 
“Was there a man afraid? 

“You bet your life there was; 
“Someone had blundered.” 

(The Christmas trade was a flop.) 


— a 


URING the 

Christ- 
mas buying car- 
nival, the streets 
are thronged with 
shoppers. Bun- 
dles of all kinds 
are in evidence— 
all shapes of bun- 
dles—from the 
self-evi- 
dent Woolworth 
purchase to the 
box hiding a fur 
coat. But folks 
do not seem much 
interested 
in shoe stores be- 
cause mod- 
ern amuse- 
ments, which 
take people away 
from home, have 
killed the incen- 
tive to give slip- 
pers and have, 
thereby, ruined a 
perfectly good 
custom. 

Radio is the 
only modern in- 
vention which 
tends to keep peo- 





This Issue on How to Make It Good 





ple at home. And even here, people 
are complaining that “the air is so 
crowded early in the evening that 
we might as well wait until after 
the movies before tuning in.” 

All of which fails to help much in 
moving merchandise out of shoe 
stores. What can be done about it? 

A ribbon-tied wreath or a few 




















They pass him by—why? Because he didn’t think there was a Santa 
Claus in shoe store merchandising 





sprigs of holly may make a noise 
like “We know it is Christmas”; but 
wouldn’t it be better if in some way 
the windows. could be made to say: 

“Here is a store which will help 
you solve your gift problem with 
really practical suggestions.” 

With that in mind the BooT AND 
SHOE RECORDER has gathered to- 
gether for this 
issue as many 
ideas on Christ- 
mas merchandise 
as it is possible 
to obtain. You 
will find farther 
along in the book 
a pictorial treat- 
ment of some of 
the merchandise 
which successful 
dealers car- 
ried last year 
during the holi- 
day season, and 
some of the 
newer merchan- 
dise they are 
planning to carry 
this year—not 
big stocks, just 
enough to carry 
through the sea- 
son wit h—just 
enough variety to 
relieve the store 
from what other- 
wise might be a 
drab appearance 
in compari- 
son with the 
brightly colored 








merchandise of 
the speciality 
shop. 
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Teasing Customers to Enter 


WOMAN will buy that which pleases her fancy re- 

gardless of the place in which it is offered for sale. 

That is why the shoe store may appeal to extravagant 

whims in many ways. If department stores can sell 

sport stockings and imported wool scarfs to match, why 

not the shoe store? With silk stockings, sales of pretty 

garters or the ornaments that go on them are logically 

made at the same time. Leather purses must match the 

shoes, so why not sell them together? Pump bracelets, 

a new novelty primarily designed to hold on strip pumps, 

——— are considered necessary now that they have brilliant 

FC) stones ornamenting them. Individuality in evening slip- 
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Increased expenses are not always reflected in a greater volume of sales. If 
ten women leave a shoe store with nothing more than a pair of shoes each, the 
sales total may be $80.00. But if they can be induced to spend, through 
attractive displays of new finery, an average of $2.00 extra, then the sales will 
be $100.00 or an increase of 20%. The profit on these extras, also, is usually 
more than the average shoe profit. A minimum stock is all that is needed 
and this does not require any considerable outlay of capital. The return, in net 

profit and in prestige, is big. ; 
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SOUVENITS 


mean inge “come aga in 


A Preference for Your Store 


ACK in those days when 
B Santa Claus was the char- 
acter who brought a_ sun- 
spun smile to our faces and a pep- 
permint stick on Sunday was the 
oceasion for a gathering of the 
klan, our shoes were usually bought 
from the retail shoe merchant who, 
with our purchase, presented a 
dandy pencil box or that knife 
with which we carved a heart with 
an arrow through the center on a 
tree near the home of the lassie 
who kept us awake nights. 
And children haven’t changed. 
Souvenirs, gifts, trinkets and toys 


How to Get It in 
Holiday Season 


today are just as potent an in- 
fluence in the stimulation of the 
children’s shoe business as they 
were back in our short pants pe- 
riod. 

St. Louis manufacturers of chil- 
dren’s shoes subscribe to this 
theory so wholeheartedly that mer- 
chandise of this character is dis- 
tributed through their many cus- 
tomers to the extent of $750,000 
yearly. So important an element 


has this souvenir distribution be- 
come in the building of the chil- 
dren’s shoe business by the mer- 
chant that of the $750,000 total, 50 
per cent is purchased by the retail 
shoe merchant. The remaining 50 
per cent is given free by the manu- 
facturers with quantity orders. 

On those articles which the re- 
tail shoe merchant buys, which 
usually are the more valuable 
items, the manufacturers stand a 
certain loss by selling them below 
cost. 

Various plans are adopted by the 
retail shoe merchant for the dis- 
tribution of the gifts. The ma- 
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jority of the better items are given 
away with the purchase of a pair 
of children’s shoes. 

In this field the most popular 
items are baseballs, pocket knives, 
spring tops, pencil boxes, harmoni- 
cas, banks and boys’ gloves. All 
appeal to the child and ultimately 
build a preference for that store 
when purchasing footwear. 

Little girls are not overlooked 
and, to attract this patronage, scis- 

_ sors, sewing kits, school-bags, writ- 
ing tablets, miniature hand mirrors, 
school kits and vanity cases are a 
few of the feminine articles that 
thousands of merchants have found 
helpful in creating more children’s 
business. This much for gifts 
to be given away with a pair of 
shoes. 

Other ingenious methods that 
have proved good include the free 
distribution of inexpensive items at 


fairs. These include balloons, 
whistles, crickets, pencils, story 
books, marbles, jacks and many 


other gim-cracks that make chil- 
dren not only remember your store 
but carry the message into the 
home where it has a favorable in- 
fluence on the parents as well. 
The offering of souvenirs to all 
childrefon a certain day of the 
week 
whether they buy shoes or not has 
also proved an excellent good- 
will building plan. Rewarding 
certain school accomplishments 
when inaugurated through the 
local school will create much 
favorable publicity for your 


store. In this case more 
valuable presents are 
offered. 


One of the most popular 
items for boys is a watch. 
Various plans are used in 
disposing of them. It is an 
expensive item and cannot 
be given away with a pair 
of shoes. Some merchants 
give one to each boy who has 
directed five customers to his 


or month -fegardless of . 


All items distributed are imprint- 
ed with the particular brand of 
shoes sold by the retail shoe mer- 
chant. Many articles can have the 
individual dealer’s name imprinted 
on them as well. 

The methods for bringing more 
children into your store through 
the use of souvenirs are multitud- 
inous and it remains for you to see 
the opportunity in your trade com- 
munity which will be the most ad- 
vantageous. 


Slang of shoes may be new; but 
“The Artful Dodger,” one of 
Dickens’ famous characters, spoke of 
shining his shoes as “jappaning his 
trotter cases.” 























Things Given 
of for 
real good 
value— will 


The 
brings the customer back again 


little extra item that 





store. Others issue them What You Can Give! 
when a certain number of 

pairs of shoes have been ee Radio knife 
bought. Contests of various — sae 

- . Cl Marbl 

kinds can also be used in iediiie tate a 
creating child interest in Skull caps Jack knife 

your store and your foot- bags ay School bag 

wear. School events such as Wot wy Rulers 

Pers. ; atches Candy 

picnics or holiday celebra- Vanities 

r r : , i Jack stones and ball 
tions are splendid opportuni- Musical instruments 

. Pie (ae - Cut-out paper dolls 
ties to distribute souvenirs. ne file Canvas gloves 
Caps and headgear of va- Geaeen* Mirror 
rious types make attractive Watch fobs Jump rope 
advertisements for your Books a -ente ena bag 
“ ise- andy boxes ‘en x 

store. Noise-makers of many Dolls Danes pad 


varieties help to create in- 
terest in. your institution. 
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Clever Store Advertising 


MILWAUKEE—Caspari & Virmond 
cooperated in featuring Stacy- 
Adams shoes for men during the 
Stacy-Adams week held throughout 
the country. This store arranged a 
very attractive window display de- 
voted exclusively to Stacy-Adams 
shoes, and also featured this line in 
newspaper advertising. Both the 
regular advertising columns and the 
Sunday rotogravure section were 
used in the newspaper campaign. 
Direct mail advertising was also 
used in reaching the regular cus- 
tomers of the store during the week. 
The campaign proved successful and 
the response was satisfactory, ac- 
cording to George Virmond, member 
of the firm. 


Tie Up with Movie 


MILWAUKEE—Gimbel Brothers 
featured Martha Washington shoes 
in an effective “tie-up” with the 
moving picture “The Trouble with 
Wives.” As there is an angle which 
connects the picture with the shoe 
trade, C. E. Collar, buyer for the 
shoe departments at Gimbels, ar- 
ranged for a special window display 
at the store featuring Martha Wash- 
ington shoes, accompanied by a 
poster stating “You will never 
have Trouble with Your Wife if 
she wears Martha Washington 
shoes.” A display case con- 

taining the various styles 
shown in this line of shoes 
was placed in the lobby of the 
theater as a further attrac- 
tion. 


New Pattern in Men’s 
Shoes 


BrocKToN—Howard & Fos- 
ter Co., Brockton, one of the 
oldest and best-known con- 
cerns making men’s fine welts, 
is bringing out this year the 
“Air Mail,” a new creation in 
a square toe effect on full 
side walled last. This is 
shown to special advantage in 
a men’s bright colored tan lace 
oxford with artistic pinkings 
and perforations. 


Consistency is a jewel often 
sold to pay the price of suc- 
cess.—Boston Transcript. 


The secret of success isn’t 
common gossip. — Boston 
Transcript. 
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Don’t Crowd Men to Buy but Lead 
Them Into Spending 


OST men customers, because they are selling something 

themselves, are not easily influenced by the blunt extra- 
sale-by-suggestion method. There is a perceptible stiffening 
when they surmise that they are being crowded into buying 
something more than that which they came to the store to buy. 
Real salesmanship takes this into consideration and the process 
of separating Mr. Man from a few extra dollars is a fine art. 
Gently easing him into a buying frame of mind, while the shoe 
sale is in progress is considered the safest. The power of sug- 
gestion when it is made to appeal to both his vanity and com- 
fort, is unquestionably resultful. Here are typical articles 
saleable to men during the next sixty days. 














The one time of the year that you can get women into a men’s shoe store is 
the holiday season, provided you have something in the shape of a gift article 
that she can buy. Articles on this page indicate profits for the next sixty days. 
Have you ever tried to use a ladder display rack, tip at an angle either in 
the window or the store itself? It’s a most effective display accessory. Sixty 
shopping days to Christmas. Sixty days in which, while making money, you 
can plan for the still busier days ahead—making your plans, ordering your 

merchandise and placing your store in order 
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The Next Sixty Days 


HE middle of October finds the trade, as a 
whole, out of red ink for the year 1925. It has 
taken a full ten months to do it. After keeping 
close check on merchandising in all parts of the 
country we establish an October profit date line 
as an indication that a slight profit is possible for 
all of the shoe trade in 1925, if nothing happens 
amiss between now and the close of the calendar. 
The trade has experienced a gradual and patient 
progress. The trade benefiting by the forward 
movement nationally noted in all lines of trade. 
But sixty days remain, sixty very important 
selling days. Let’s hope they won’t be a duplicate 
of corresponding days a year ago. There was too 
much passive merchandising then. The spirit pre- 








vailed of “let the customer come in if he wants to 
but don’t tease him.” 


business but not going after business. 


thousand per day? 

We present in this issue a number of things 
that can brighten a store stock. They are shown 
for the purpose of stimulating a merchant’s mind 
into merchandise that has a gift value. We don’t 
recommend that each and every merchant buy 
them and make of his store a general geegaw shop, 
but there are certain bright and interesting articles 
of wearables that he can sell without being termed 
a drug store pirate—“a little bit of everything 
from soda to lingerie.” 

Each community has its particular problem. 
There is a profit in being active the next sixty days 
and there can be activity in regular shoes as well 
as in specialties and novelties. The thing is—plan 
early to keep the cash register thumping during 
the next sixty days. It may mean quite an item 
on the right side of the ledger. 


Don’t Encourage Instalments! 


D° you think it is pessimism to try to get peo- 
ple to adjust themselves in advance of a 
change that is definitely observable? The soundest 
of optimism is in seeing a situation and trying to 
avoid its consequences through constructive action 
now. 

Approximately 10 per cent of the national in- 
come for the next twelve months is now in the 
hands of banks, in the form of rediscounted paper 
on instalment purchases. That amount is rapidly 
increasing, because the abundance of cheap money 
tends to create a vast amount of intermediate 
financing, not only of automobiles, but many other 
commodities. 

The cost of intermediate financing is a consider- 
able item to add to the living cost of the commu- 
nity. Those who are mortgaging future income 
to buy commodities will presently reach the limit 
of even their anticipated resources. When that 
time comes they will be unable to make new com- 
mitments for a time. That means that they must 
temporarily buy less. 


On Profit Side 


HE size of October dividends, now being dis- 
tributed by shoe and leather corporations, as 
well as the October quotations on shoe and leather 
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Precisely the same attitude 
was noted toward the woman and child customer. 
Our traveling representatives last year found shoe 
stores enjoying a gentle sleep-sickness—open for 
By what 
right has a store selling $100 worth of shoes a day 
to get only the attention of fifteen or twenty cus- 
tomers when there may pass that door a hundred 
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securities, is fairly good proof that the 
industry is on a profit making basis again, 
which is doubtless a normal condition. 


In Step with Bigger Stores 


NEW set of problems arise for the 

merchant and manufacturer in the 
development of style merchandise. Where 
each community was once localized and 
to a degree self-sufficient, now the ease 
of transportation carries people into large 
shopping centers and into the metropoli- 
tan areas. The local retailer is in compe- 
tition with the greatest mercantile estab- 
lishments to satisfy the requirements of 
his own community. 

The demand of his community may not 
be large, but it is discriminating. He 
finds it necessary to display variety and 
style, but his prices must be in line with 
those of larger communities where the 
volume of sales is greater. But his costs 




















of doing business are less and if he is 
agile in buying and energetic in selling 
he can turn trade his way by showing the favor- 
able side by comparisons of merchandise. 


The Mass-Buyer Fallacy 


HE mass-distributor creates a public belief 

that the individual retail merchant charges an 
unnecessarily high price and in a measure fixes 
an estimate of values in the mind of the public. 
His appeal is to the mass of buyers and not to 
the customer who requires variety and service. 
Fitting and selling must be within certain cost 
limits and time is the measure of cost. Therefore, 
the mass-distributor is chiefly interested in the 
consumers who can be satisfied most quickly and 
inexpensively. 

This establishes a standard of competition, but 
does not relieve the individual retail merchant 
from the requirements of service to the con- 
sumers in his community. Neither does it re- 
lieve him of the local expense of helping main- 
tain and develop the community in which he lives 
and operates. Generally speaking the individual 
retail-merchant has. not yet. discovered that he has 
a field that*ng one else can.serve and that his 
particular; opportunity lies in, fitting and service 
or that he has ‘Sémething to sell that the mass- 
distributor: cannét supply... ~ 

There -is an ever“ifcreasing variety of mass 
distributors. First there isthe chainstore which 
has not yet gone into the smaller places. Second 
there is..the.chain’ department store which is 
rapidly taking over small department and general 
stores in places where specialty chains would not 
find support. Third there is the chain department 


store in larger places which advertises through- 
out the surrounding countryside with an effect 
upon every trading community within reasonable 
motoring radius. Fourth there is the mail order 
house and the mail order departments of large de- 
partment stores. 

The mass-distributor is not only a factor in the 
distributing field, but is a factor in the whole 
industrial situation. His ability to place large 
orders gives him an opportunity to establish, 
under competitive conditions the prices he will 
pay for merchandise. The manufacturer who 
desperately needs orders sees opportunity in the 
mass-distributor’s contracts. They will permit 
steady operation and eliminate the competitive 
cost of selling in congested markets. It is natural 
that the manufacturer who sees possible relief in 
the mass-distributor’s contract will anticipate 
every possible economy in an effort to quote a 
sufficiently low price to secure the order. That 
he frequently anticipates greater economy than he 
can effect is to be expected. That he has sacrificed 
any established market that he may have possessed 
is generally overlooked. When the contract is 
completed he is entirely dependent upon its re- 
newal for his continued existence, or he is under 
the necessity of reestablishing a market for his 
output. 

The mass-buyer does not ordinarily overlook 
the situation of the manufacturer and uses that 
as a means of securing a still lower price on the 
succeeding contract. The buyer is not bound to 
renew the contract, because he is not limited as 
to sources of merchandise. He has the advantage 
of dealing with an industry with a great over- 


[CONTINUED ON PAGE 57] 
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No Returns Accepted In 


This Store 


Consequently Service Must Be 
Perfect— and Is—in 


of the two Eckhard brothers, 

with a fifth of a century of suc- 
cessful shoe merchandising to their 
credit, is now sole owner. The two 
Eckhards, “Graduate Foot Special- 
ists,” began business in Alton, IIL, 
in the month of May, 1905. Joseph 


J cx tne J. ECKHARD, the elder 


Light and airy department 
women’s footwear 


J. recently purchased the interest of 
his younger brother, John E., and is 


now “going it alone.” John E. Eck- 
hard has taken up the business of 
“getting more shoes sold right” on 
the road. He travels for the W. B. 
Coon Co. of Rochester. 

Joseph J. has very definite ideas 
as to the correct conduct of a retail 
shoe store. 

“Strict methods must often be en- 
forced. Since manufacturers do not 
permit the return of merchandise,” 
argues he, “why should the retail 
shoe merchant accept goods returned 
by a customer, who has been prop- 
-erly fitted?” 


Alton, Ill. 


He is opposed to the 
tactics of those cus- 
tomers who bring back 
footwear “just because,” 
which to his mind is not 
a sufficient excuse for 
the return of any mer- 
chandise. 
“You can- 
not blame 
people for 
abusing the 
privileges of 
any retail es- 
tablish- 
ment,” said Mr. Eck- 
hard, “if you do not 
acquaint them with the 
ways in which business 
should be operated.” 
Ticket buying is not 
tolerated. Says Mr. 
Eckhard: 
“The public has com- 
menced to realize that 
any institution in com- 
for mercial lines today is 

not obliged to pay for 

something that it has no 
use for. It is with the 
strict adherence to this 
doctrine that Eckhard 
Brothers has stamped 
out ticket buying and 
other impositions of 
this kind.” - 

Charge accounts are 
handled on the 30-day 
plan—strict promptness 
in payment is insisted 
upon. 

Eckhard Brothers 
have “won their place in 
the sun” of successful 
store operation through 
a firm policy of “To 


Compact hosiery department 


Thine Own Self Be True,” and by 
the same rule they are also true to 
others, in their untiring work for 
their trade. It may be said that 
there is not a person in this Central 
Western city of 25,000 who will not 
say unhesitatingly that Eckhard 
Brothers have always practised hon- 
esty in footwear merchandising and 
truth in their advertising. And 
there is no greater advocate of the 
necessity of courtesy to customers 
than the firm of Eckhard Brothers. 


Men get immediate service here 










1925 
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My Former Boss Knows How 


He’s the Greatest Salesman of Accessories— Neckties, 
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Hosiery, Mufflers, Gloves and Sweaters—AIl 
Moved by the Power of Suggestion 


Young, head of the house of 

Coes & Young, had a rosy vision 

of a bigger trade, with accessories 
as the motive power. 

He kept in mind all the time that 

his was a men’s shop and that 


G ous five years ago, Fred E. 


haberdashery shops were in the im- - 


mediate vicinity. He determined to 
preserve the strictly men’s shoe at- 
mosphere of his shop; to refrain 
carefully from flaunting furnishings 


in the windows, or in advertising.- 


But nevertheless he determined just 
as firmly to sell all he could of the 
best-suited-to-his-store accessories 
and to do that through the most 
natural method in the world—the 
power of suggestion. He took his 
salesmen into his confidence and in- 
structed them accordingly. 

And so, in 1920, the man customer 
of Coes & Young who came in to 
purchase a pair of shoes found him- 
self walking out of the store not 
only with the shoes, but with sev- 
eral neckties to harmonize with his 
suit and other suits; often with 
hosiery for every day—Sunday and 
golf—and a sweater to match. The 
men customers told their wives that 
they had made a new discovery— 
that Coes & Young carried some 
“corking” neckties; that they had 
mufflers, too; that Mr: Young had 
explained to them that the mufflers 
were “quite the proper thing” for 
the cold, snappy days; and, by the 
way, that they had told them to 
“throw in a pair of gloves”—it saved 
them the bother of going to another 
store—and so on. A little later the 
woman of the family told Mrs. So- 
and-So that her husband had bought 
a new sweater and golf hosiery and 
a muffler to match, and gloves, too, 
at Coes & Young’s. Perhaps she 
showed her the “new togs.” Mrs. 
So-and-So made up her mind that 
she would go in and see if she could 
not select something for her hus- 
band that would be as nice, if not 
nicer. She found that there were 


neckties for sale there, and hosiery 
for every day—and so she bought 


By Charles L. Burgoyne 





HARLES L. BURGOYNE, 
for ten years a salesman 
for the high-grade, exclusive 
men’s shoe shop of Coes & 
Young Co., Boston, believes 
that accessories stimulate 
trade. The reason for his 
faith in the sales possibilities 
of accessories is because he 
has observed carefully acces- 
sory sales and in his own 
words: 
“I have seen the store’s 
business increase by leaps and 
bounds as the result.” 

















and told her other married women 
friends. She decided, too, that she 
would buy a sweater and sport hose 
to match for herself. Women’s in- 
terest in mannish apparel began to 
grow, until at the present time the 
business on accessories in this store 
is about 25 per cent to the women 
members of the community. 


HE accessories stock was first in- 

stalled about Nov. 15, 1020. It of- 
fered a strong appeal for Christmas 
gift trade. And with the strong 
impetus given to this merchandise 
as holiday sellers, it was carried on 
with a rush right through the year. 
Now the world has been told that 
Coes & Young carry an attractive 
line of furnishings for men, and 
shoe trade has easily increased 25 
per cent as the result of its stimula- 
tion through accessories. 

But to get back to the power of 
suggestion. Mr. Young has a fine 
personality. He chooses salesmen 
with pleasing personalities. He 
chooses his merchandise for its “per- 
sonality” or distinctiveness. His 
method of selling accessories is 
somewhat like this: 

“I would like very much to have 
you inspect this line of neckties. 
Just step up and look at them.” (A 
few of the higher priced neckties 
from $2.50 to $5 are on the counter.) 

If the customer hesitates, the 


statement is graciously made: “It 
will take you but a second, and 
will not cost you a cent to look at 
them.” The customer usually con- 
curs and goes over to the counter 
with Mr. Young or the salesman. 
The accessories section is at the 
front of the store, so it must always 
be passed in order to get out. The 
man usually runs his hands over the 
merchandise. If he hesitates, the 
salesman makes a suggestion of a 
tie that would look well with the 
suit he is wearing. The customer 
usually inquires the price and takes 
one, sometimes two or three, some- 
times six. In the same way, the 
other accessories are introduced. 
The prices on neckties in this store 
range from about $1.75 to $5.50. 
The less expensive ones are in the 
show case, with some of the better 
ones—no prices are ever displayed. 
The same suggestion method is 
used to sell other accessories, and 
the same method of display, with the 
higher priced ones out on the coun- 
ter for the very closest of inspection 
and handling and some of the high 
priced: and lower priced ones in the 
case. Golf hosiery ranges in price 
from $4.50 to $10.50, and sweaters 
from $8.50 to $26. 


ALESMEN receive an extra com- 

mission for selling accessories. 
And they, with Mr. Young as a 
teacher, have put into practice that 
courteous, affable, real service-ren- 
dering manner to customers, in sug- 
gesting accessories and then selling 
them. 

Personality is easily acquired by 
any retail shoe merchant who can 
teach himself to be genuinely inter- 
ested in the customer’s good appar- 
eling. Some possess pleasing per- 
sonality to a greater degree than 
others. If a merchant feels that he 
has not sufficient personality to sell 
accessories through the thought 
that he is rendering a real service 
to his customer by so doing, he 
should hire salesmen who have per- 
sonality. 

[CONTINUED ON PAGE 65] 
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The Return of the 
Wing Tip 

A new English last, with long 
wing tip, designed for the high 
grade trade which is wedded to 
the finer custom models. Note 
the effect of the slendering lines, 
of the curved plug throat and 
the attention paid to fine details. 
The higher grade trade takes 
more kindly to this than to the 
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It may never be 
a popular seller but it has a 
place in the high grade footwear 











The Welt Shoe—How It Is Made 





VER 400,000 Goodyear 
QO Welt shoes are distrib- 

uted by shoe merchants 
daily. The improvements that 
have been made in other types 
of shoes make this remark- 
able product remain a stand- 
ard by which the virtues of 
other methods of shoe con- 
struction are measured. 
Therefore, a knowledge of its 
characteristics, and a sure 
method of distinguishing it 
from all the many attempts 
that are made to imitate it in 
appearance should be a part 
of every shoeman’s equipment. 

No one knows when the 
first Welt shoe was made or 
who invented it. It is certain, 
however, that some of the 
Masters or European Guilds 
in the 16th century under- 
stood its value and considered 
the teaching of its construc- 
tion to such as they felt were quali- 
fied, as the highest attainment in the 
mysteries of the craft. 

This type of shoe takes its name 
from the welt, which is a narrow 
strip of leather extending from the 
breast of the heel around the shoe 
to a like point on the opposite side. 
The name “Goodyear” is that of the 
man who organized the remarkable 
system of machinery which is now 


For the Younger Men 
in the Shoe Trade 


VERY day new men enter the retail 
shoe field. It is well, therefore, that 
occasionally we get back to first principles 
and review, for the benefit of the younger 
members of our craft, some of those basic 
facts in which the greatness of our in- 
dustry is grounded. 

With that in view the Boot and Shoe 

Recorder has had prepared a series of 
articles on the best known and most wide- 
ly used processes of shoe manufacture. 
In this week’s issue, the welt process is 
discussed. In the issue of Oct. 24 the 
McKay process will be treated in detail; 
and in the Nov. 7 issue the turn process 

will be given an exhaustive hearing. 








used in the production of welt shoes 
generally, having almost entirely 
displaced the slow, laborious and of- 
tentimes inaccurate work which was 
done by hand, the making of welt 
shoes by hand now being almost a 
lost art. 

At one time the welt served as a 
reliable means of identifying the 
welt shoe, but has long ceased to 
function as such, owing to the efforts 





made to imitate in appearance 
this desirable type of foot- 
wear. 

In some instances makers 
of nailed shoes have sewed 
welt to the outsole before it 
was nailed to the insole. Mock 
welts are often made by tack- 
ing a specially prepared welt 
to the bottom of a lasted shoe 
and then sewing it in place 
by means of a McKay sewing 
machine, the needle of which 
goes inside the shoe and leaves 
there a row of stitches char- 
acteristic of the McKay sewn 
shoes. There is also a type of 
stitchdown shoe which is made 
with a welt, so that the mere 
presence of a welt in a shoe 
means nothing in this day and 
generation. 

To be able to quickly recog- 
nize a Goodyear Welt shoe it 
is essential that one should 
have some knowledge of the me- 
chanics of its construction. In mak- 
ing this shoe, as in all others, there 
is first the wooden form which de- 
termines the size and shape of the 
shoe, called a “last.” The insole, 
which is a carefully prepared piece 
of light sole leather cut to the exact 
size and shape of the body of the 
last, has a little slit cut along its 
edge on the flesh side of the leather, 
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beginning at the point where the 
breast of the heel comes and extend- 
ing along the entire forepart of the 
sole. Simultaneously to cutting this 
channel is cut a little slit which is 
made some distance from the edge 
and slants toward it in the opposi- 
tion direction to which the little 
channel was cut along the edge. 

The lip formed by these little cuts 
are turned up so that they form a 
shoulder against which the shoe up- 
per is lasted. The last used in mak- 
ing a Goodyear Welt shoe does not 
have a steel bottom, as is required 
in the making of McKay soles and 
pegged and standard shoe soles. 


HE insole is tacked to the bot- 

tom of the last and the shoe 
upper located properly in position so 
that each seam comes in its correct 
place. The shoe is then lasted or the 
shoe upper is drawn tightly around 
the last and held in position by 
means of tacks, which are driven but 
part way in, so that they may be 
afterward removed. The surplus 
part of the shoe upper and lining are 
trimmed away. 

A little machine secures the shoe 
upper and lining to the lip on the 
insole by means of little wire staples. 
The lasting tacks are then removed 
and the shoe upper and lining are 
united to the outsole by the Goodyear 
Welt machine, which has a curved 
needle and uses strong, thoroughly 
waxed thread. 

The curved needle does not go in- 
side the shoe but works in between 
the substance of the insole, uniting 
shoe upper and lining to it securely. 
The surplus portion of the shoe up- 
per lining and lip of the insole are 
trimmed off smoothly down to the 
stitches. The tacks which held the 
insole to the last are removed. A 
filling to make up the difference in 
height occasioned by the addition of 
the welt to the shoe is spread over 
the bottom. The shank piece is then 
put in place. 

The outsole, which is a heavier 
piece of selected sole leather cut 
roughly to the required shape, is 
coated with rubber cement and is 
pressed securely in place. There are 
at this time no nails, tacks or thread 
appearing on the sole of the shoe. It 
is perfectly smooth inside. The sole 
is rounded to the required shape, and 
incidental to this operation a little 
channel is cut along the edge of the 
insole, which is.laid back in order 
that there may be a clear path for 
the needle of the Goodyear stitching 
machine, which unites the heavy out- 
sole to the welt by means of a 
very strong lockstitch, formed from 
thread that has been thoroughly 
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coated with wax and remains in a 
heated condition until the stitch is 
actually set in the leather. 

This explains the ingenious method 
by which the shoe can be made per- 


fectly smooth inside, the outsole 
joined to the welt, the welt joined to 
the insole with the shoe upper and 
lining by means of a needle that does 
not go inside the shoe. 

After the stitching operation fol- 
low the fastening of the heel and all 
of the buffing, cleaning and finishing 
operations required to complete the 
shoe. 

In making other types of shoes 
where the needle does go inside the 
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shoe, and where the lasting tacks are 
driven and clinched against the inner 
surface of the outsole, it is the prac- 
tice to cover these up by means of 
what is known as a sock lining. 
Sometimes this is a light piece of 
leather, other times a fabric which 
is cemented down to cover the 
stitches and lasting tacks. 

The only sure method of establish- 
ing the identity of a welt shoe is to 
look inside. If there is a lining of 
this character lift it, and if it dis- 
closes the lasting tacks and thread 
it is not a welt shoe. In the case 
of a stitchdown the welt does not go 
under the upper of the shoe but is 
sewn along the edge so that if the 
shoe upper is drawn away from it 
the inside edge of the welt will be 
plainly discernible. 


The Mass-Buyer Fallacy 
[CONTINUED FROM PAGE 53] 


capacity and he can secure equiva- 
lent merchandise on his own terms. 

It is the mass-buyer’s business to 
buy in the lowest market which will 
supply the grade of merchandise he 
wants. That the competitive situ- 
ation is such that the lowest price is 
often below the cost of production is 
not a matter of concern to the buyer. 
He is not responsible for the fact 
that too many men are engaged in 
the manufacture of shoes, or that 
they have factories equipped to pro- 
duce more than they can sell. 

That many concerns have failed 
as a result of deserting established 
markets to accept mass-buyer’s 
orders is almost a matter of com- 
monplace knowledge. That more: 
factories will fail from the same 
cause is assured by the condition of 
the shoe industry. 

The opportunity in the present 
situation is for the establishment of 
relations between the individual re- 
tail merchants and the manufactur- 
ing industry that will provide the 
retail merchant with what he needs 
to serve his market and that will 
provide the manufacturer with a 
steady flow of orders. 

There are inherent weaknesses in 
mass-distribution which will fix its 
limitations. For the time its de- 
velopment is the result of the inertia 
of the manufacturing industries and 
the retail trades. When the two be- 


gin to work on their common prob- 
lem together a new day of industrial 
success will dawn. 
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The Retail Shoe Salesman 


A Department of the BOOT AND SHOE RECORDER 
Exclusively Devoted to the Men and Women Who Personally Serve the Public 


Prize Winners of September 


Problem 


Miss Marie Snyder awarded first 
place; Victor J. Marks wins second 
honors. 


Miss Marie Snyder, with the Sech- 
Jer Shoe Store, Fort Scott, Kan., is 
awarded the winning prize of $10 
for the article on the subject, “If I 
‘were a shoe store customer what 
‘would lead me to buy more than one 
pair; also some findings?” which was 
the topic of the September problem 
contest in this department. 

Victor J. Marks, with Marks’ Shoe 
Store, Danville, Pa., is the winner of 
the second prize of $5 for his article 
on this contest. Miss Snyder’s ar- 
ticle follows: 

“I am a retail shoe saleslady and 
am employed by Mr. Will Sechler, 
owner of the Sechler Shoe Store, 
Fort Scott, Kan. In the following 
paragraphs I will explain how, if I 
were a shoe store customer, I would 
be led to buy more than one pair 
of shoes, and also some findings: 

“When I enter the shoe store I will 
expect to be met by a smiling clerk, 
one who will ask me in a pleasant 
voice what he can show me, and in- 
vite me to be seated. We will say I 
want to see a pair of black satin 
dress slippers; after fitting me in 
these he will bring out a pair of 
black oxfords with a medium heel 
which he will explain are the very 
things for street wear, and also very 
serviceable for stormy weather, and 
at the same time explaining to me 
that satins are beautiful for dress, 
but that one really needs a service- 
able oxford for street wear and rainy 
days. I am sure that I would be 
tempted to buy both pairs. After 
closing the deal for the shoes he will 
then show me a pair of chiffon hose 
to be worn with the black satin slip- 
pers and a pair of service-weight 
hose to be worn with the oxfords, 
telling me the good traits of both. 
Of course, I will be interested in 
both pairs of hose, as they are very 
appropriate with the shoes I have 
chosen. Following this, he will in a 
pleasing manner suggest a good 
paste or liquid polish for keeping 
the oxfords looking neat, and a bot- 





tle of satin luster to be used on the 
fabric slippers after being worn sev- 
eral times. 

“There is no doubt in my mind 
that if I entered a shoe store and a 
salesman of this kind waited on me 
and tried to interest me in an extra 
pair of shoes, hose and polish that 
I had not intended buying, I would, 
unless financially unable to do so, 
take the two pairs of shoes, hose and 
the polish and go out well pleased 
and satisfied, and when again in need 
of footwear would go back to the 
same place.” 


[Articles on this subject winning 
honorable mention were also sub- 
mitted by Zelda Pascal of Schwartz’s 
Boot Shop, Pittsburgh; W. R. Hawk, 
with W. H. Williamson & Co., New- 
port News; Emil L. Kudina, with 


All ladders have some bad 

rungs in them but if you have 

picked out a ladder which takes 

you where you want to go, you 

can find courage to struggle 
over the bad places 
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Kilhan Bros. Co., Wahoo, Neb., and 
J. L. Duhamel, with Foster-Besse 
Co., Bridgeport, Conn.—EDITOR’s 
NOTE. ] 


Answers to .September 


Intelligence Test 


Gun Metal is the name of a smooth 
finish for calfskin. It has come into 
popular usage, but, as a matter cf 
fact, the name is the legal property 
of a prominent tanning concern. 

Mat is the name of a soft finish ap- 
plied to calfskin or kidskin. 

Velour is also the proprietary 
name of a special finish for upper 
leather, usually calfskin, chrome 
tanned. 

Patent refers to the upper leather 
treated to a bright finish by the ap- 
plication of several coats of “daub” 
and varnishing. 

Willow is the name of a kind of 
grained calf tannage. 

Box is the privately owned entitle- 
ment of a finish on calfskin, on the 
grain side, showing a minute irreg- 
ular lined effect. 

Cuneiform is the name of each of 
three bones of the foot immediately 
back of the first three metatarsal 
benes. 

Scaphoid is the name of a bone of 
the foot located between the astra- 
jalus and internal or first cuneiform 
bone. 

Jan Matzeliger was a Dutch Guian- 
ian who came to Lynn and there in- 
vented the first workable lasting ma- 
chine. 

Tempering sole leather is immers- 
ing it in water so that it will work 
easier in the operations of shoemak- 
ing. 

Silent, talkative, taciturn, unde- 
cided, arbitrary, domineering, im- 
pressionable, hurried, slow, brusque, 
etc. 


Wiggle Your Brains 


When you tire of doing cross-word 
puzzles, try this one on your cere- 
bellum: 

1. A shoe dealer bought 150 pairs 
of women’s shoes at $5.15 per pair 
with a discount of 5 per cent for 
cash, 3 per cent, 10 days, net, 30 
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days. The invoice was dated April 
15. He received it April 18. Ques- 
tions: 
a. If he paid the bill April 18 
what amount should he remit? 
b. If he paid it April 25? 
c. If he paid it April 26? 
d. If he paid it May 18? 


Leatherettes 


Even experts have no infallible 
method of judging leather values 
from external appearances, particu- 
larly as so many varieties of finish 
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Amusement for the children 


are employed. Only actual experi- 
ence with a given kind of leather, 
such as working it in a shoe factory, 
or observing it in actual service, can 
determine its real essence. The only 
safe basis for a retail shoe salesman 
is confidence in the integrity of the 
manufacturers who supply his store 
with footwear. 

Women’s shoes are most generally 
made with union sole leather, as it 
is more pliable and will mold to the 
desired shape, rather better than 
some other tannages. This is partic- 
ularly true of turn shoes, the soles 
of which must be flexible. 

It takes about three months to 
properly shell cordovan, whieh prob- 
ably outwears any other form of up- 
per material. Peabody, Mass., is the 
largest leather-producing town in the 
world. 

American calves, as a rule, are not 
considered as good for making calf- 
skin for the interesting reason that 
the young animals here are apt to be 
fed too well, and the skins are thus 
likely to be a bit flabby. Any good 
leather must come from a firmly tex- 
tured skin. 


The Daily Plugging 

Who likes routine? A treadmill 
appeals only to donkeys. The daily 
grind is not a popular institution. 
But nobody escapes these things. 
The President of the United States, 








BOOT AND SHOE RECORDER 


the celebrated actor, the popular 
baseball idol, the millionaire, all 
these and every other variety of fa- 
mous, wealthy, successful people 
whom the world is apt to envy, or at 
least to assume that they are envia- 
ble, every one has the burden of rou- 
tine, grind and treadmill. It is the 
hardest of all things to endure, and 
the most essential. 

A while ago a splendid, successful 
man named Edmund D. Hulbert, a 
Chicago banker, who arose from the 
lowest ranks, died. It was remem- 
bered that he had said to thousands 
of young men: “Staff the gaff-stand 
up under the gaff of daily routine 
work. 

“Routine tasks faithfully executed 
open doors of better things for you. 
My imagination would never have 
served me as it has but for the habit 
of commonplace, humble, patient, 
daily, toiling, drudging attention.” 


Shoe Manufacturer Appreci- 
ates Importance of 
Retail Salesmen 


Speaking to a group of retail shoe 
salesmen some time ago, Frank R. 
Maxwell, vice - president of the 
Thomas G. Plant Company, said 
some things that are eternally true, 
and sum up the position of the re- 
tail selling folks in their relation to 
the entire functioning of this great 
industry. Mr. Maxwell said: 

“How much we count upon you in 
the operating of our business! You 
are the last shoemen who handle a 
pair of shoes—the last one to feel of 
the leather put on a man’s or wom- 
an’s foot. Much depends upon the 
way you put that shoe on, the care 
you use in helping your customer se- 
lect the correct style, the proper fit- 
ting of her foot. You put the final 
touch on the shoe industry. If you 
fit the foot correctly you sell the 
woman not only once, but you make 
of her a permanent customer. If 
you sell the woman the wrong style, 
you have antagonized her; you in- 
jure the industry, and the store in 
which you are working in particular. 
I have always felt that the shoe 
clerks all over this country have so 
much more to do with our business 
than they really think they have that 
if it were possible to put the story of 
their importance before them it 
would be a wonderful help to them 
and to the shoe trade. 

“Now, we are going to make not 
less shoes, as time goes on, but more 
and more shoes. The same thing ap- 
plies in the retail store. The oppor- 
tunities are multitudinous to the 
men who know merchandising from 
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the very foundation, who know shoes 
and who know how to sell them. It 
is a matter of getting down to brass 
tacks and learning the details. And 
such men are going to be in greater 
demand all the time; they will have 
high-grade positions.” 


99 to l 


Ninety-nine families on a given 
street behave themselves and live 
along comfortably and without “mak- 
ing a noise in the world’; the hun- 
dredth family cuts up didoes and 
gets its name and “activities” in the 
paper. 

Ninety-nine men and women plug 
along in their jobs, making and sav- 
ing some money, and come down to 
old age serenely and safely; the hun- 
dredth person makes a lucky strike 
somewhere, or inherits riches from 
some forgotten old uncle in Texas. 

Ninety-nine folks are just folks 
like you and me, with a fair average 
of good and bad luck; the hundredth 
person gets rich or famous or some- 
thing. 

Fellows, the odds are 99 to 1— 
maybe higher. We’d all like to be, or 
think we’d like to be, the hundredth 
person. Maybe we will be—who 
knows? But as a sane business prop- 
osition, the odds are “ag’in’” us. So 

















Mislaid—one shoe 


let’s keep plugging along, doing our 
bit and never worry about the light- 
ning striking us. 


Salesmanship Shots 


If a customer leaves the store 
peeved or dissatisfied over even a 
very slight matter it is good-bye cus- 
tomer eigt times out of ten. That’s 
human nature. It is a rare thing for 
a customer actually to purchase shoes 
not wanted, but it isn’t rare for him 
or her to be dissatisfied over some 
insignificant item of service. Hence 
the importance of the merest trifles. 





















BOOT AND SHOE RECORDER 


A Few Suggestions 


Harry R. Terhune, our Field Ed- 
itor, says that a retail salesman in 
Cleveland suggested to him that 
salespeople ought to put some sort 
of a mark or a sign on the sales of 
“shoppers” shoes as a signal to their 
brethren in other stores, after the 
fashion of hoboes, who are said to 
have a way of marking houses to in- 
form their compatriots as to the kind 
of a household within. 

Some salesmen have the fault of 
trying to be too smart or clever and 
thus overreach themselves. There is 
no substitute for sincerity. 

Are you talking up the good old 
doctrine of walking, the best steady 
exercise on earth? Do you keep 
track of your competitor’s lines? 
Here in Boston a tour of shoe win- 
dows often reveals salesmen from va- 
rious retail shoe stores “looking ’em 
over.” How can you serve your trade 
intelligently if you don’t know what 
the other fellows are showing? That 
doesn’t mean, either, that you are a 
snooper—it is entirely fair competi- 
tion. You ought to see how every 
shoe manufacturer keeps his eagle 
eye on his competitor’s offerings, 
whenever he can spot them. 

Says J. W. Rogers of the Beacon 
Shoe Store, Beaumont, Tex.: “Al- 
ways take your fellow workers’ ad- 
vice, especially if they have had more 
experience in the shoe game than 














It is well to avoid an irate cus- 
tomer until she has cooled down 
a bit 


you have had. This is the only road 
to success.” It signifies cooperation 
among salespeople. 


A Grin or So 


Former Governor Templeton of 
Connecticut, last week speaking be- 
fore a bunch of men, pulled this one: 
“A man fell asleep in his chair. Just 
for fun one of his pals smeared a 

little limburger cheese on his mus- 
‘ tache as he slept. On awakening, the 


man smelled something and said: 
‘Gee, this room is odoriferous!’ He 
went into another room; still he 
smelled something, and said: ‘Gosh, 
this room, too!’ He tried other 
rooms, with the same result. When 
he went out into the open air and 
climbed a high hill, where the breezes 
blew and the flowers nodded and the 
birds sang, and he still smelled some- 
thing, and said: ‘Darn it, the whole 
world is rotten!’ ” 

You can extract a bit of philosophy 
out of this story of the genial gov- 
ernor without too much mental pain. 


Learn to Prepare 


“Salesmanship is a profession. A 
man expects to give four years to 
study a profession; he expects to be- 
come a salesman in about four min- 
utes. As soon as he has an outline 
of his material and a slight knowl- 
edge of it he expects to go out and 
sell. If the average man would put 
one-half the time and energy that 
he is willing to give to a technical 
education into studying selling, I’d 
guarantee that he’d become a sales- 
man. Irving T. Bush, the progres- 
sive New York business man, said 
that. 


A Pointer 


If for any reason, or no reason, 
you have that feeling of lassitude, 
gaping and yawning, say an hour or 
so after lunch—oh! we all have it 
some days—try this: Go to the rear 
of the store, or the basement, any- 
where you want to go, and do this 
simple setting-up exercise fifty 
times: Body erect, feet together, 
arms at sides, lift the arms to ex- 
treme limit above head, the backs of 
hands meeting; as you lift. hands, 
breathe in steadily, clear to the bot- 
tom of your lungs; as your hands de- 
scend to original position, breathe 
out. Now a glass or two of cold 
water. 

Oh, boy, that’ll send the old blood 
coursing through your veins and 
clear out the cobwebs—no more las- 
situde and yawning—all ready for 
the rest of the day, smart as a whip! 


How Would You Handle 
This? 

A little sales problem that has con- 
fronted every salesman and how 
would you handle it? 

A and B enter. A asks to be shown 
a certain shoe and, after trying it 
on, apparently satisfied with fit and 
style, turns to B for her-opinion. B, 
in a half-hearted, disinterested atti- 
tude, replies: “Well, if you like them 
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take them; I don’t care for the style.” 

In most instances A also refuses 
to accept them. This is about the 
time when the inexperienced sales- 
man will lose out, even going so far 
as to say: “You like them; you are 
the one to be suited, as you are go- 
ing to wear them.” 

Biff! Bang! If the look from B 
won’t drive you off your stool I’! 
miss my guess. Two customers lost 
and salesman disappointed. 

The diplomatic salesman would 
have handled this situation in a man- 
ner similar to this: When B voiced 
her disapproval to the first pair 














Problem—What to do when 

your prize customer’s prize 

poodle elopes with a black satin 
pump 


shown he would have placed the 
shoes in the shelf, brought forward 
a similar pair and in a pleasant and 
courteous manner approached B, ask- 
ing how she liked this model. 

Note the change of expression on 
B’s face. She feels flattered and 
pleased to have her opinions recog- 
nized, and immediately takes up the 
matter of making the sale as fol- 
lows: 

“Would you mind showing us the 
first pair tried on?” This is com- 
plied with, and B says: “Now that 
I have seen it again I like it; you, 
too, like this style. Why don’t you 
take it?” Sale closed. Customers 
happy. 

Study human nature.—After all, 
we like to have our opinions recog- 
nized, and we all fall for a little flat- 
tery. There is this moral: Don’t 
turn all your attention and conversa- 
tion to the one making the purchase 
when two enter for one purchase.— 
FP. d: U. 


“When men speak ill of thee, live 
so that nobody may believe them.” 
—Walk-Over Shrapnel. 


Today is your opportunity ; to- 
morrow, some other fellows.—Walk- 
Over Shrapnel. 
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The Retail Shoe Salesman’s 


Forum 


In Which the Folks in the Front Lines Give Their 
Opinions, Ideas and Experiences 


“To sum it all up, a shoe to be 
fitted properly must be of the cor- 
rect length above all else (providing, 
of course, the customer will let you 
give her the size shoe her foot re- 
quires), and unless this is done a 
shoe is never properly fitted.” Albert 
Frank, with Metzger’s Co., Vicks- 
burg, Miss. 

“The first essentials in .being an 
ideal shoe salesman are honesty, 
trustworthiness and dependability. 
You should be a good judge of leath- 
ers and workmanship in order to talk 
intelligently. It is quite necessary 
that you be a good reader of human 
nature and study personality. 

“Greet your customer with a smile, 
being courteous at all times. Have 
a good supply of patience and sym- 
pathy. Study the foot while the cus- 
tomer stands, and be able to tell the 
proper last to select to insure proper 
fit. 

“With these qualities in your pos- 
session, treating your customer as a 
friend and sending him away confi- 
dent in your ability and honesty in 
dealing with him, you are an ideal 
shoe salesman.” Miss M. Page, Still- 
man’s Shoe Department, Jackson, 
Mich. 

“In order to sell the customer who 
brings along a friend to give advice, 
I first classify the friend as one of 
three types, and then act accord- 
ingly. 

“The first type is the friend who 
agrees with the salesman and helps 
along the sale. Both the customer 
and this friend require only pleasant 
and courteous consideration, and they 
will be sold without any difficulty. 

“The second type of friend is the 
kind who offers intelligent, construc- 
tive criticism. The customer usu- 
ally depends on this friend for ad- 
vice, so that, in this case, it is ac- 
tually the friend who must be sold 
while the customer is being fitted. 

“The third type of friend is the 
kind who finds fault with everything. 
She usually knows very little, but 
tries to appear as a critic. If the 
salesman cannot convert her to the 
order of the first type friend, he 
must use tact in ignoring her, or 
silencing her. In some cases I have 
used with success a remark like this: 
‘Who is buying these shoes, madame, 


you or your friend?’ The customer 
who brings such a friend must be 
sold on the merits of the merchan- 
dise over the objections of her 
friend.” David Rubin, with Albert 
Steiger, Inc., Hartford, Conn. 


Thank You! 


SYRACUSE, N. Y., Sept. 24, 1925. 


Just a word of appreciation of the 
many good things in the Retail Shoe 
Salesman’s section of Sept. 19. I 
thoroughly enjoyed reading your ar- 
ticle on Personality, Mr. Miller’s 
winning article on cooperation, and 
Mr. Day’s article on qualifying for 
managership. 

If every shoe salesman showed 
equal interest in their work as ex- 
pressed by Messrs. Miller and Day, 
the profession of shoe salesmanship 
would be held in higher esteem by 
the public. There is need of more 





Problem for October 


How Do I Explain to a Customer 
the Difference in Price Between 
Two Grades of Shoes? 


We will award a cash prize of $10 
for the best article on the above 
problem; $5 will be given for the 
second best article. 

Only men and women who are ac- 
tually employed as retail shoe sales- 
people are eligible for this contest. 

Think out your own ideas on this 
subject, write them in your own lan- 
guage and send to the Editor of the 
Retail Shoe Salesman, BooT AND 
SHOE RECORDER, 207 South Street, 
Boston, Mass. The manuscript must 
be here on or before Nov. 7. 

The awards will be made on the 
basis of the ideas presented, rather 
than the excellence of grammatical 
construction; but all things else be- 
ing equal, the best-written article 
will be favored. 

The winners will be announced in 
the issue of the publication dated 
Nov. 21. 
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such men in the shoe game—not as 
salesmen, but as executives such as 
they surely will become.—Harry C. 
COPELAND, Worbass’ Walk-Over Shoe 
Store. 


What Is the Best Form of 
Salesmen’s Compensation? 
BY JOHN NEISH 


with L. Bamberger & Co., Newark, 
N. J. 


“You certainly have brought for- 
ward a question that is of great in- 
terest to all. This, of course, is open 
to discussion and greatly depends on 
the number of salesmen on the floor, 
and the business done. 

“Suppose we take a department 
employing six or more salespeople. 
Each has a certain amount of stock 
work to do. The salary and commis- 
sion is certainly the best and the 
commission based on the quota. That 
is to say, a certain amount of busi- 
ness must be done; for instance: 2 
per cent on $500; 1% per cent on 
$450; 1 per cent on $400; % of 1 
per cent on $250. 

“Figures, of course, should be 
based on average turnover and gen- 
erally left in the hands of the em- 
ployment manager or manager or 
headquarters. Reasons are far reach- 
ing and I think conclusive: More 
service, a willingness to wait on 
trade, faster work on stock, a more 
courteous approach to customers. 

“The always ready ‘How do you 
do? Are you being attended to?’ (If 
not) ‘I will be with you in just a 
moment.’ (I am presuming the de- 
partment is busy.) Each clerk is 
eager to get his or her 2 per cent. 
Grabbing can be held in check when 
the salesforce is handled properly, 
this being necessary only when 
things are a little quiet. A salesforce 
working in harmony can get along 
nicely, and if not working in har- 
mony there is a vacancy for some 
one else who will. 

“The straight salary, commission 
of say 1 per cent or 1% of 1 per cent, 
is not right. The salespeople get 
careless; they are not too particu- 
lar if they wait on trade or not; it 
only makes a difference of perhaps 
$1 per week. Customers certainly do 
not get the same service if the de- 
partment is busy if allowed to sit 
down or look around and not being 
spoken to.” 


Learning without thought is 


labor lost. Thought without learn- 
ing is perilous—Confucius. 
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Hold ‘km Down—Heavy Soles!! 


Bottoms of 15 Irons or More Are Meeting with Ready Acceptance 
in All Parts of the Country 


HE vogue of the double sole is 
| here. It started way back in 
the dark ages of 1890 shoe 
merchandising. It has “flirted” 
with man’s footwear tastes ever 
since, with varying degrees of reci- 
procity. We recall that one of the 
high-grade, exclusive men’s stores 
of Boston carried shoes of this type 
for “old men of 50 years or more,” 
as the salesmen of those days would 
describe the customer of middle age. 
These “old’’ men usually called for 
a broad toed last, and soles with 
“good understandings.” 

The heavy sole with the young 
man customer of the ’90s was not 
very popular. But it burst into a 
sudden and new prominence in 1915, 
when the brogue type was demanded 
by both young and old in soles run- 
ning to 18 irons and even more. The 
brogue was made not only by high- 
grade shoe manufacturers, but by 
those of lower grades as well. It 
savored of the virility of the World 
War, in which America was so soon 
to take a part. But with the more 
sober times of peace, the demand for 
the many-ironed sole dwindled, until 
now many men, both young and old, 
missing that extra weight, have be- 
gun to call loudly for “heavier 
soles.” 


ND so this season, the renewed 

popularity of the 15 iron-plus 
soles is seen. Its popularity is most 
pronounced in the high grades and 
in double soles—for instance, a five- 
iron sole for the first, then a slip 
sole, and a ten-iron for the outer 
sole. They are the correct accom- 
paniment of the double breasted 
suits and coats that the young man, 
the “Collegiate” type, and the better 
dressed business man, have adopted 
as the correct thing. With their 


fair stitching, welting and heavy 
rope stitching, they make men’s feet 
“look the part.” 

“It is, to my mind,” recently said 
an authority on men’s fashions, 
“very interesting that today men 
are following in the footsteps of the 
women in appareling from head to 
feet. When the woman of twenty 
years ago walked along with trail- 
ing skirts, and uncut tresses, she 
affected a queenly gait, and hid her 
feet from view. She was distinctly 
feminine. Now she is distinctly 


- masculine, or individual, if you will; 


Double breasted suits will be 
worn in great numbers this fall 
by the better dressed college 
man. Here is the type of suit 
by Hart, Schaffner & Marx that 
is right in cut and design. This 
suit is one of the outstanding 
reasons for the call for heavy 
built footwear 


but in her new emancipation of 
lower limbs, she has demanded bet- 
ter footwear—one straps and pumps 
and silk hosiery. She adopts 
throughout the ‘elimination’ type of 
apparel. Her lower limbs are 
adorned in keeping. Now men are 
‘hopping onto the fashion van,’ but, 
contrary to the women, in heavy 
weights of double soled shoes, to 
match their double width cuffed 
trousers and double breasted coats.” 


N the opinion of a retail shoe mer- 

chant carrying men’s high-grade 
shoes exclusively, double soles have 
come to stay. This merchant states 
that some of his customers wore 
them all last summer and that he is 
buying double soles for fall, win- 
ter and next spring for the customer 
who wants to wear them all the year 
round. His argument is that the 
double sole of many irons gives to 
the man a sense of solidity and se- 
curity and “getting your money’s 
worth” that is a good selling argu- 
ment. 


Moreover, this merchant states 
that the double soled shoe is a good 
fitter, especially in the high-grade, 
hand-lasted and hand-welted types; 
that these double soles, which are 
now almost exclusively a product of 
the high-grade factories, are flexi- 
ble, and with uppers in a plump 
stock, fit snugly at the heel and 
make for a most comfortable and 
common sense proposition. The 
high-grade double soled shoe pre- 
sents no problem whatever to the 
fitter. 

In a rich tan grain, with brass 
eyelets, medium toe, and perfora- 
tions, or in black with blind or visi- 
ble eyelets, neatly stitched, the high- 
grade double soled shoe is meeting 
with a ready sale. 
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More Than A“Once-O ver” 
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Points Noted by a Careful Factory 
Inspector May Well Serve as 


NOWLEDGE of points of in- 
spection is a helpful guide to 

é judgment of the value of a 
shoe. Are you as critical of shoe- 
making as is the factory inspector? 
First, the inspector gives the 
shoe the once-over, taking it in his 
hand and getting an idea of the 
weight, balance and feel of it, and 
glancing over it to see if it is a 
sound and symmetrical specimen of 
footwear. This once-over inspection 
is quick, and is usually based on that 
sixth sense of shoemaking and 


shoes which is born of experience. 


Next comes the detailed inspec- 
tion. This varies according to the 
type of the shoe, as well as with the 
personal methods of inspectors, for 
inspectors have ways of their own, 
like editors, critics and policemen. 
But take an ordinary method of in- 
spection. 

The inspector turns the shoe bot- 
tom up, heel to his eyes, and takes 
a look at the bottom to see if it is 
of proper contour and tread. He 
looks at the back seam, to see if it 


is stitched straight or crooked. He 


notes the shape of the counter, ‘as 
well as the feel of the counter, and 
takes in the fit of the counter to the 
heel seat and side walls of the shoe, 
as well as the junction of the quar- 
ter and heel seat to the heel of the 
shoe. 


E sizes up the heel, to see if it 
is true to the tread, as well as to 
note if its finish is what the factory 
tags call for on the point of number 
of lifts, and whether the top lift is 
of leather or rubber. He also takes 
a sharp look to see if the breast of 
the heel is clean cut, whether the 
edges are neat and firm or whether 
they are dented or flawed by care- 
less workmanship or dull knives. 
Then he runs his eye along the 
shank to see if it is properly jointed 
to the heel, as well as to see that it 
is properly shaped and finished.. He 
takes note of the break of the fore 
part into the shank of the shoe. He 
may press his thumb against the 
side wall of the shoe to test the 





Guides for the Merchant 














tightness of the stitching. He notes 
the welt, to see if the stitches are 
clean and uniformly spaced. He 
glances at the edge trimming to see 
if it is straight or crooked and ac- 
cording to directions on the factory 
tag. 


EXT he gets around to the toe 

of the shoe. He notes whether 
the laster has pulled the vamp down 
snug to the wood of the last and 
whether the tip is straight or 
crooked. He sizes up the shape of 
the toe, paying particular attention 
to the manner in which the edge 
trimmer trimmed the sole around 
the toe; whether he kept to the lines 
of the shoe, or swung off on a tan- 
gent of his own. 

If the shoe has a storm welt, the 
inspector looks to see if the bead of 
the welt has been pounded up snug 
to the side walls of the shoe. 

The inspector repeats his exam- 
ination on the other side of the 
shoe. Then he examines the uppers, 
provided he has not hitherto done 
so. He notes whether the vamps 
match the quarters as they should. 
He sizes up the seams to see if the 
stitcher had a proper tension on her 
thread and to note whether the 
seams were folded firm and flat. 

If the shoe has cut-outs, he looks 
for frayed leather or lining on the 
edges of the cut-outs. If the shoes 


have eyelets, he notes whether the 
eyelets are properly spaced and 
whether they are of a grade proper 
for the shoes. 


If the shoes have 







he may test them for 
strength and also take note of the 


straps, 


firmness of the fastenings and 
whether the button holes and but- 
tons are properly positioned. He 
examines the overlays, appliqués or 
other trimmings, according to their 
character. 

After examining the outside of 
the shoe, the inspector next gives 
his attention to the inside. He notes 
the quality of the linings and their 
smoothness, too. He looks for 
wrinkles and strands of thread. He 
may try the insole for tacks. He 
considers the color of the quarter 
lining as well as of the sock lining. 
If the shoe has a tongue he sees 
whether it is straight or crooked. 
He may test the box by pressing it 
with his fingers, to get its feel. 


INALLY, he gives the shoe the 

once-over again. If he has any 
doubts about its points, he consults 
the factory tag, on which are the 
specifications of the shoe. If the 
shoe checks up with the tag, he 
passes it as O.K. 

The inspector, of course, works 
with a wisdom that is born of ex- 
perience. The buyer of shoes, and 
the fitting clerk too, may well profit 
fromthe methods of the inspector, 
for both the buyer and the fitting 
clerk are but inspectors of shoes for 
the benefit of their stores and the 
advantage of their customers. 

In these days, value is a big factor 
in winning trade. Learn to know 
value when you see it. 
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‘Shoe Distribution Exposed”’ 


Starts in Our Next Issue 


“For the Want of a Shoe j{ 


the Horse Was Lost’’ 


Of course we ain’t selling no shoes 
to horses but it’s a good old wheeze 
to shoot at this stage of the play. 
But if we were we’d toss ’em horse 
shoes instead of rubber boots for 
that’s what horses wear in their busi- 
ness, 


Didjer ever see a runner doing ten 
seconds flat in a pair of lumberman’s 
boots or a tennis player with a 14-ounce 
racket and 14-pound shoes or a nurse 
girl thump into a sick room in the 
boots of a warrior? Yerbetsha didn’t. 


If these things don’t happen it’s 
because some people use their top- 
pieces in making foot-pieces that fit 
the business as well as the feet. 


And there ain’t no business being 
lost for the want of a shoe ‘cause 
there’s a shoe for every kind of busi- 
ness. ; 


THEM ANT 
No FIT 
SHOES 


romonse/ 








The inside-story on the present system of dis- 
tributing. First of a series of articles by Albert 
W. Frey, Assistant Professor of Marketing, 
Amos Tuck School of Administration and Fi- 
nance of Dartmouth College. Prepared after a 
summer of study of the shoe problem in which 
Mr. Frey interviewed many merchants and men 
of the industry in many States. 
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Every job—its proper shoe 


“The best possible shoe for the purpose for 
which it is to be used.” That’s what the timber 
cruiser, miner, iceman, creamery worker, etc., 
need. ‘We will tell the size of the business and 
its possibilities for profit. 


& “— & 


The negro as a customer 


The shoe as an emblem of social standing. As 
interpreted by a Southern merchant who knows 
the “free spending darky.” 


oo & 


“Let me tell one” 

By M. McLaughlin of Albany, Ga., who differs 
with a recent writer on selling $69 worth in a 
minute. 

2S & 


Our News Pictorial 


The picture-age is upon us—the Pope has 
style in footwear all his own; a vegetable shoe 
for your harvest week; the champion shine girl 
of America and something pleasing to the eye 
in every illustration. 


oo & 
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BosToN—Reorganization of the A. 
J. Bates Co. of Webster, Mass., has 
been completed by the retirement of 
Edgar A. Bates and the election of 
F. I. Sears as president and treas- 





F. I. SEARS 


Now president of the A. J. Bates 
Company 


urer. Associated with Mr. Sears in 
the management of the company will 
be Fred A. Brewster, who has been 
elected. vice-president; Edgar A. 
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A. J. Bates Company Re-Organized 


Craver, who has been made secre- 
tary; S. D. Sullivan and Sydney 
Minster, made members, with the 
three officers, of the board of di- 
rectors. 

All of these men have been asso- 
ciated with the Bates organization 
for some time. Mr. Sears, in fact, 
has been with the company for 25 
years and has been the resident 
managing director at the Webster 
headquarters. Mr. Brewster, who 
will have charge of sales, was con- 
nected with the Bates company a 
few years ago as sales manager. He 
returned to the company recently 
and has become the second largest 
stockholder. He was at one time 
sales manager for the J. H. Winchell 
Co. of Haverhill and more. recently 
has been with the Eaton-Brewster 
Co. of Brockton and the Common- 
wealth Shoe & Leather Co. of Whit- 
man. 

Mr. Craver, who is a nephew of 
E. A. Bates, has been with the com- 
pany since his retirement from the 
United States Air Service about 
five years ago. He has been han- 
dling part of the company’s sales 
work in New York and other large 
cities. Mr. Sullivan has been the 
general superintendent of the plant 
for a number of years and Mr. Min- 








When a young man who buys a 
pair of shoes at perhaps $7.50 or 
$8 is served, and hosiery and neck- 
wear are suggested, the lower priced 
merchandise is always pointed out, 
' or prices of the olwer priced mer- 
chandise mentioned after he has 
usually looked at the higher priced 


My Former Boss Knows How 


[CONTINUED FROM PAGE 55] 


merchandise and then hesitated. 
When a man buys a pair of shoes at 
$20, the $5 ties, $10.50 golf hosiery 
and $2.50 socks are right before him 
and there is never any hesitation. 
But the considerate utterance— 
“May I show you our new line of 
furnishings?”—and the following 





ster has had charge of sales in the 
Middle West and on the Pacific 
Coast. 

E. A. Bates, who has been presi- 
dent and treasurer, having succeeded 





FRED A. BREWSTER 
Vice-president in charge of sales 


his father, the late A. J. Bates, will 
devote his time to business interests 
in New York, in which city he has 
been making his home. 






up of this invitation with the show- 
ing of a large and attractive stock 
gives that magnetic touch, through 
suggestion, that makes for the maxi- 
mum amount of single sales. It also 
makes a lasting friend of the cus- 
tomer. 





The Napoleon Taps 


Two soles to heel and an outside tap make this 


the heaviest winter oxford we have 


The heel is fastened with screws and the clogs thus 
made are not particularly suited for dancing the 
Charleston. Nevertheless for the boys on the 
Mules crossing 


Boardwalk they have an interest. 
a bridge make the same noise. Now 


ing to be loud not only in looks, but in actuality. 
In the Shoe and Leather Lexicon (the new edition 

of which will shortly be out) the time-honored term 

is “Napoleon tap soles: An extra half sole so bev- 


eled in from the edge as to be invisible 


Perhaps Napoleon, to add to his stature, was re- 


sponsible for this hidden tap sole. 


seen to date. 


shoes are go- 


from above.” 
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[FOX 
C.H.ALDEN Ca 
Nee 


HE ALDEN PLAN is a success because, 

by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 
ALDEN customers. 








Our plan also includes quick 
delivery service on certain lines 
altho’ this is-not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY ‘ BOSTON OFFICE 
ABINGTON, MASS. ; 10 HIGH ST. 
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| c\ilver cloth, snowy five 
| Satin White Calf feather 
the Florida season 1q256 








_ Carl E.Schmidt & Co Inc. 


wers of ’ the Sc hmids | Calf’ Leathers 


Detroit, Mich Boston, Mass 
































schmidt & Co. Inc. 


“Tanners. of the Schmidt Calf Leathers 
Detroit, Mich.~ Boston, Mass. 
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THE QUALITY SHOE a my ma = IS MARKET OF AMERICA 


It is significant— 


that rarely if ever do you find a 
prominent successful shoe store but 
what handles one or more lines of 
Cincinnati shoes:consistently sea- 
son after season. 


THE CAHILL SHOE CO. THE STANLEY DUTTEN- THE VAL DUTTENHOFER 
HOFER SHOE CO. SONS CO. 


THE HOLTERS CO. THE KRIPPENDORF-DITT- 
THE MANN CO. 
- THE JULIAN & KOKENGE CO. 


CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. VOLLMAN-LAWRENCE CO. 
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D- GRIP 


= (PATENTED SHOE ) 


IN STOCK 
Sizes Below 
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The “Band - Sze” Y esrerpay” it was the “Covered 
chetch” fo of course, Wagon.” Today it is the “Twentieth Cen- 
semen tury Limited.” 
“Yesterday” almost any orthopedic shoe was 
=~ “the thing.” “Today” it is the “Band-Grip.” 

Because it is new, different, better; hence a big- 
ger seller and a larger profit-producer. 

The “Band-Grip” is different, because it supports 
the SIDES as well as the BOTTOM of the arch 
—something that a standard orthopedic shoe never 
did! It gives amazing relief—not merely “pleas- 
ing” your customer, but DELIGHTING her, for 
she never experienced such comfort. 













































































































































































ALL INFORMATION INCLUDING 
new dealer’s cooperative advertising 
campaign, ready for you —Write 
today! 































































































BLACK KID 
“Band-Grip” Sizes In Stock 
Net 30 days 

The “Band-Grip” on 

the B. W. (Busin AAA 5-10 B 38%-10 ~ 20 with 

Woman) last — in AA 5-10 4 38%-10 520 grey 

stock. A 4-10 4-10 kid 
E Pe 9 linings. 
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Also Patent and Black Kid B. W. 
Corrective Four-Straps 


In Stock—As Always 


HROTH SHOE”Z@ 
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r~>C i N CC LN N AT led 


/ het tenian 
operating 5 stores,wriles 


For years we have been 
using Cincinnati made shoes 
in quite a good-sized volume 
and have found them very 
satisfactory. 


UNDREDS of live and alert merchants, with 
H growing businesses are cultivating satisfied 
customers season after season, by handling Cincinnati- 
made shoes. 


|. Resor of them tell us they believe in Cin- 
cinnati-made shoes as trade-builders and profit- 
makers. The above letter is but one example. 


UY one or more lines of Cincinnati shoes and you 


will build a profitable and successful business. 





THE QUALITY SHOE QEnRPRRREEEET MARKET OF AMERICA 
eet! tl i tee 
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= N the shoe business, as in the show business, 
spectacular methods are usually dangerous. 
This is particularly true when dealing in extreme 

| styles. 
Merchants are generally agreed that an attempt 
to handle all styles, to meet every fancy, is de- 
structive to sound business, and as unprofitable 
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Je he 
This is one of a series 
of advertisements deal- 
ing with the problems 
of the shoe merchant 
to-day. Your comments 
are solicited. 
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Just as the aeroplane is a practical, efficient 
commercial vehicle in its place, so too are good 
styles an asset to the shoe merchant when the 
“stunts” are left out. 






oS gel No policy can take the place of straightforward, aie 
honest merchandising—giving good values and ae 





BS eee making good profits. ain — 
Se __ The J & K line of arch-fitting shoes is a propos ————————— 
————————— 








tion of sound values to merchant and con- 
sumer alike. The women of your community 
appreciate the smart, genteel refinement of J & K 



































an ae footwear, and their snug, arch-fitting qualities of 

delightful ease. These features attract trade to — 
= your store and make and hold friends. ~Aciletibacieee 

——— le 

Find out about the J & K proposition of salable, ae 
"Viietes satisfying shoes. There is as much difference nn 
: between J & K footwear and shoes that are Ona 
nee —~ merely shoes, as there is between the modern ————— 
—— aeroplane and the old covered wagon. as. 
= —— 
~ ’ —>_—___— 

ae = 


—~ THE JULIAN @ KOKENGE CO. 


Makers of the famous ‘‘J & K’’ Arch Fitting Shoes for Women 
E. Fourth Street, Cincinnati, Ohio 
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Follow the mode with styles 
of the hour 


Careful buyers of high grade shoes select 
their smarter styles strictly according to 
the dictates of Dame Fashion. 


Time was when she changed her mind only 
twice a year: today far more: frequently 
does she call for the newest touch in pattern 
for complete harmony of costume. 





“The Charleston” The Charleston is the shoe of the hour. It 
S22 in Bee poe Deiher is In Stock, therefore order will be filled the 


a. 105 vg wey oe ae Rage 
eg aetna conr Siete same day it is received. The Stanley 


ne Se penn” Rarer $4.60 
Duttenhofer Shoe Co, 1401 Plum St., Cin- 

STANLEY cinnati, O. 

DUTTENHOFE R S HO ES rei 6 oa Sos i ae ocong Sioa, 


" talable to the bast pair 


THE QUALITY SHOE YSqgteEe—ET” MARKET OF AMERICA 
ral iS) a me, 
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The tremendous demand for “‘Cahill’s Catchy 
Creations” for fall makes us bring forth the 
“Tampa,” our newest pattern. 


The style illustrated is conceded to be the best, 
and selected over all by gentlewomen, recognized 


leaders, wearing new style fashionable footwear. 1607—TAMPA 
i i Patent Leather vamp and quarter, Gray 
Merchants already buying them are getting a fast ee ene ae Se Gan, 
turnover. Lizard Calf covered heel. 


Also very smart in Blond Kid, with trim- 
Send for fall catalogue at once. mings of Lizard Calf to match. 


- THE CAHILL SHOE CO. 


CINCINNATI 


ee ee ee 
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Real Trade Builders 





The “Belle” 


New high-throated Step-In Pump made 
by The Charles Meis Shoe Company, 
Cincinnati. Patent Chrome or Skinner’s 
Satin. Has fancy stitched quarter and 
artistic metal buckle. 16/8 full-breasted 
Spanish covered heels. AA to C widths. 
Immediate Delivery. 





The “Mirecourt”’ 


Regent pump in patent leather, built over 
an exclusively pump last with the trim 


simplicity of the most aristocratic. 
Holters Company, Cincinnati. 


The 





The “Charleston” 


In black patent with grey kid ae As 

last, 16/8 wood covered heel. 

Sizes 3% to 8 in stock—by S Te Dut- 
tenhofer Shoe Co., Cincinnati. 





The “Puritan” 


Shown in satin by Krippendorf-Dittmann 
Co., Cincinnati. 
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Tampa The “LaRue” 


Patent Leather Vamp and Quarter, Gray 

Lizard Calf insertions, 18/8 Spike Gray Foot Saver—One strap with covered heel. 

Lizard Calf covered heel. The Cahill By Julian & Kokenge Co., Cincinnati. 
Shoe Co., Cincinnati. 


“May Manton” “The Balloon Opera Pump” 


Style in brown kid with 17/8 covered A dainty artifice in Patent Leather, built 
heel. By Roth Shoe Mfg. Co., Cincinnati. with 12/8 covered heel, and balloon toe. 
An exclusive creation of the Vollman, 


Lawrence Co., Cincinnati. 
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“THE PURITAN” 


LS 


“THE TRIO STRAP” 
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DEPENDABLE 
Styles 


Aid You in Getting a Faster, 
Cleaner Turnover 


quality. 


The Krippendorf -Dittmann Co. 
Cincinnati, Ohio 


Style Quality 


THE BELPRE 


An “Archopedic’”’ model. Read 
for delivery from stock in Blac 
Kid and Patent Leather. 





> 4. a, is a 
b maul Ge —- = 


K D Styles are carefully selected for 
the requirements of alert shoe stores 
which depend upon building a safe 
business on fit, foot adornment, and 


4— 
MARKET OF AMERICA 
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AT LAST! 


You have heard much regard- 
ing the famous Vollman, w- 
rence Balloon Opera Pump. 
We herein present it on both 
18/8 and 12/8 heels. Made also 
in Black Satin, Velvet, and 
White Satin. Our new fascinat- 
ing Pompons add a wealth of 

Samples of Pompons 
sent on request. 




























NM DN Ad 














Style No. 791 





Style No. 781 


























BALLOONS! 


RAH! RAH! RAH! College Days, Footbal! Days, ‘‘ Show Off Days!“ 
Days when the Co-Eds and their sisters display their newest and 


™ BALLOONS! 


They speride’ end stunafiive  Goothall hero, chair pamsiiaien te er fire 
y sparkle inetlike a foot ro, their possession is rst 
wish of the feminine eye, their fit a resolve for repeat purchases. 


Are you prepared. for the Co-Ed and Flapper, football and baskete 
ball trade ? 


Made as only Cincinnatifshoes’can be made— 
i quality from the"top of the quarter to {the bottom of the 
beveled edge. And—TheyjFit ! ; 


THE VOLLMAN LAWRENCE CO. 


CINCINNATI 
‘*THE HOUSE OF WHITE SATIN SHOES” 














































THE QUALITY SHOE % — 
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The LAURA 
No. 61—All patent leather two-strap and cut- 
out with 13/8 leather heel, rubber top lift, 
sizes as below. 
Price $4.60 


Size range (sizes 9% and 10, 50c. extra) 
AAA—5 to 9 C—2% to 10 
AA—4% to 10 D—3 to l0 
- A-—3 to 10 E—4 to 9 
B—3 to 10 
In all glazed kid, the Laura is No. 60. Price 
and sizes as above. 





The EDITH 


No. 58—All patent leather three-strap COM- 
BINATION OTEX ARCH, 13/8 leather heel, 
rubber top lift, sizes as below. 


Price $4.60 


Size range (sizes 9% and 10, 50c. extra) 
AAA—5 to 9 C—2% to 10 
Ae —4% to 10 D—2% to 10 
A—4 to 10 E—3 to 9 
B—3 to 10 
In all black kid, the Edith is No. 59. Price 
and sizes as above. 


Terms—Net 30 Days 
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at they want 


Here it is— 
1. A real style shoe. 


2. Made over a combination 
last. 

3, Built with a scientific arch- 
support, insuring excep- 
tional comfort. 


4, LOW IN PRICE! 
5. Carried in stock. 


It is a shoe that new dealers, at the rate 
of more than 150 a month, are adding 
to their stock. Why? Because it 
means quick turnover with a good 
mark-up! 


Send for In-Stock Catalog 


The 
Crotextich 
SHOE 
‘THE HOLTERS COMPANY 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Chicago Office: Minneapolis Office: 
210 Security Building 723 Boston Block 
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Five New 
Evening Slippers 


> BRILLIANT NOVELTIES ‘Sz 


IN STOCK 










Perfectly Constructed Imitation Turns — Unusually 
e) Attractive Designs — They Will Pay You Well! (, 


4 @ 
S 1 2 3 4 2 
oi) *‘Marigold”’ ““Goldenglo”’ “Silverlea”’ “Twinkler’”’ (oe 









= STOCK NO. 4527 - STOCK NO. 4548 STOCK NO. 4507 STOCK NO. 4578 = 
iD Patent Leather Patent Leather Silver Brocade Black Satin {?) 
a 
) 16/8 Full-B: ted 1 Full- ted 16/8 Full-Breasted 16/8 Full-Breasted ( 
Spanish Covered Heel Spanish Covered Heel on ee a Pen Covered Heel 
, Three Marigolds inlaid Front trim of bright gold ate a annua wah “ ae aoe tee 
(ff on vamp and gold stitch- Kid; Buckle set with buckle and concealed of bright metallic beads. »>) 
A) ing. ight — Kid brilliants, Light color Kid front gore. White Kid Light color Kid lined. « 
lined. A, 4 to 8; B, 3% lined. A, 4 to 8; B, 3% lined. A, 4 to 8; B, 3% to 8; B, 3% to 8; 
th) to 8; C, 3 to 8. to 8; C, 3 to 8. to 8: C, 3 to 8. & J woe ¢ 







$4.60 $4.25 $4.50 $4.25 





5—Patent Leather Pump with a Brilliant Celluloid Buckle 


16/8 Full-breasted Spanish covered heel ; r- color Kid lined; 
A to C, No. 3058-—$3.7 














5? No. 3056—Same, Patent No. 3048—Same, Black No. 3046—Same, Black No. 4447—Same, Black (¢ 
@& Leather, 14/8 Cuban cov- Satin, 16/8 Full Spanish Satin, 14/8 Cuban heel, Velvet, 1 16/8 Full Spanish : ‘S) 
- ered heel, A to C, $3.60. heel, A to C, $3.35. A to C, $3.25. heel, A to C, $3.50. ; 
















You Can Make 







Complete Line 










afd te Money on Holi- © 
(ff LIGHT, day Slippers! p>) 
y our Catalog. See our Line. ¢ 


Now Ready! 
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These Champions Demand Real Keds 


NDEPENDENT champions of Missouri—and 
they wear Keds! Here is another fast basket- 
ball team that is not content with any ordinary 
canvas rubber-soled shoes, but insists on gen- 
uine Keds. The Shine-Alls not only demand real 
Keds for themselves, but warmly recommend 
Kedsto otherbasketball players. They wear Keds 
because of their lasting strength, their easy 
comfort, and their clinging floor-grip. 


These new features make Keds even better 


United States Rubber Company 


ed 


REG. U.S. PAT. OF F. 


this year—slim shank, strong instep stay, and 
inside cushion heel seat. Sell these improved 
Keds to players in your neighborhood. 


Here is a big source of profits for every Keds 
dealer. Thousands of college, high school. and 
independent teams: will need new shoes before 
the season starts. Take advantage of your 
chance for winter profits in indoor sports. Sell 


the best athletic shoes— Keds. 
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Clever Trims Sell Rubber Boots; 
The Hunting Season Is “On” 


Sport Types Make Strong Appeal to Most Men 


CTOBER 15, or thereabouts, 

the hunting season begins. 

For hunting, there are many 
types of rubber shoes which are 
good sellers; The window of the 
shoe store offers excellent opportuni- 
ties for a strong customer appeal. 
It is not difficult, nor expensive, to 
give the store window a “woods” 
appearance. If artificial foliage is 
not at hand try the natural foliage. 
The country side is now gay with all 
of the new shades in the autumn 
browns—and there are the reds and 
greens of the new sport hosiery all 
available, in branches of trees and 
shrubs, for attractive trims. A 
bouquet of golden rod, or other wild 
flowers and grasses, are effective. A 
few pumpkins give a pretty color 
touch, as well as an outdoor “atmos- 
phere”—A rifle in either corner of 
the window, two or three rifles 
crossed in the center—a miniature 
canvas tent—and rubber hunting 
boots with leather tops—or all rub- 
ber boots, and one may have, at 
comparatively no expense, a trim 
that will bring men’s trade into the 
store. 


MPARTING to the customer 

through the shoe store window 
the idea of “The Great Outdoors” 
makes him think strongly of water- 
proof shoes that are suitable, not 
only for hunting, but for the cold, 
wet weather. Well written signs, 
placed near the boots do much to- 
ward educating the public as to their 
merits—For instance—“Solid Com- 


fort at All Time in These Strong. 


Hunting Boots.” Or, “Wear These 
Waterproof Hunting Boots and Keep 
Your Feet Dry.” “Buy the Longest 
Wearing and Most Comfortable 
Hunting Boot Right Here.” ‘Cold 
Weather Hunters Swear By This 
Boot—It Is the Best Wearing and 
Most Comfortable Hunting Boot in 
the Country.” “This Boot Is Thor- 
oughly Practical for General Out- 
door Wear in the Toughest 
Weathers.” “Weather the Storms 
with Waterproof Boots.” Still an- 
other sign might read—“You Can’t 
Be Happy Hunting, if Your Feet Are 


““The Care of Rubbers”’ 


It pays to buy good rubbers. 
They last longer. 

Do not wear rubbers with 
shoes whose heels are run over. 
It is necessary that the type of 
heel on the rubber which you 
buy fits the rubber heel of your 
shoe—Therefore, it is neces- 
sary to have a pair of rubbers 
for every pair of leather or 
fabric shoes which you own, if 
you would be properly protected 
against wet weather, preserve 
your health, and get the most 
for your money. 

Do not warm your feet with 
your rubbers on—By the time 
your feet have been thoroughly 
warmed, your rubbers have be- 
come “lifeless.” Rubber shoes 


should not be placed in contact 
with a hot stove or steam pipe. 
Do not leave your rubbers 
out in cold halls, or porches, as 
freezing makes them brittle. 


One of the worst foes to rub- 
ber is oil. Oil decomposes rub- 
ber—it softens and blisters the 
rubbers. 

Insist that your rubbers fit 
properly—Be sure that they 
are long and wide enough. 


Hunting boot of red rubber 
with tan leather top. Maker’s 
name on request 








Not Comfortable.—This Boot Does 
Not Chafe at Heel—It Fits Snugly 
at the Ankle—Its Special Sole El- 
iminates Stone Bruising—A Pair 
Will Wear with Solid Comfort for 
Years.” 

Several pairs of socks for wear 
inside these rubber boots, or rub- 
ber boots with leather tops, should 
be shown. It should be explained 
for instance that “This Type of Rub- 
ber Boot Permits the Wearing of 
Two or Three Pairs of Socks if De- 
sired.” 


HE all-rubber Lace Pac is al- 

ways a favorite with hunters 
and _ trappers. Special attention 
should be called to its low, flat heel, 
making for “sure-footedness” ; to the 
flexibility of the upper which makes 
walking easy; to the special ribbed 
front and extension sole. Educa- 
tional matter to use with this boot 
might be—“A Light, Flexible and 
Durable Hunting Boot.” Or, “This 
Rubber Lace Pac Hunting Boot Can 
Be Worn for Years—Light and 
Flexible—Absolute Satisfaction and 
Comfort Guaranteed.” With this 
hoot, attractive wool half-hose, light 
and heavy, should be displayed. An 
attractive card placed near the Rub- 
ber Lace Pac and hosiery display 
might read—“Wear This Boot Over 
Wool Half-Hose—Either Light- or 
Heavy Hose, As You Prefer.” 

Rubber footwear offers an_ in- 
teresting study to the public. One 
rubber company has a booklet en- 
titled “The Romance of Rubber”; 
another company—“The Story of 
Rubber”; other rubber companies 
have other literature, all of which 
can be obtained by the retail shoe 
merchant free for the asking and 
which will enable his customers to 
become genuinely interested in rub- 
ber footwear. 

There is a rubber or canvas rub- 
ber soled shoe for every occasion. 
To appreciate it as footwear and to 
make the public appreciate it to the 
extent of a strong demand for rub- 
ber footwear is the retail shoe mer- 


chant’s problem. 








BOOT AND SHOE RECORDER 














The Charleston 


Here’s the latest development in black satin— 
vividly accented by a black silk-embroidered vamp. 
A model as adaptable for evening wear as for 





afternoon occasions. We predict a sensation in 
“The Charleston.” 


CUSHMAN-HOLLIS COMPANY 








The Sweet Briar 


We believe this to be a pattern of exceptional merit 
—as it has already been accepted by our most 
critical buyers. It can be made in black or patent, 
and on any of the four lasts showing our 8/8 or 
12/8 heel. It is a Goodyear welt. 
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—a fair-stitched’ McKay shoe on a new blucher tie 
pattern. This is a new 12/8 brogue last. Can be 


8/8 heel. Also offered in either black or patent 


leather. 
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Availability is about as important to the 
Cushman-Hollis customers as is Cush- 
man- Hollis style. 


A shoe you can’t get is no good to you— 
no matter if it is a world-beater on every 
count. 


That is the reason we have stocked Cush- 
man-Hollis styles straight across the con- 
tinent with wholesale houses which we 
can trust to match delivery service with 
Cushman-Hbollis style leadership in pop- 
ular priced footwear. 


We make them and price them right. 


Then we make it possible for you to sell 
them while they are salable at top profit. 


CUSHMAN-HOLLIS COMPANY 


Factory and home office: Auburn, Maine 
Salesrooms: Albany Bldg., Boston. 


Hallowe'en 


Bracken High lights of Autumn in this patent leather 
d’Orsa’ 


the mode. 


CUSHMAN-HOLLIS COMPANY 


















r the month of 


Clobe 





double dull calf split collar 
and combination patent and silver kid bow. An 


had on either this last or on our balloon last with extremely good street model, to be worn with the 
black silk dresses trimmed with silver so much in 


y pump with its 
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THE MOST COMPLETE “IN STOCK” LINE OF MISSES’, CHILDREN’S AND INFANTS’ TURNS CARRIED BY ANY MANUFACTURER 
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Children’s 
and Infants’ 
Turns 


Complete Catalog on Request 


- 


Grade 
683 Patent Fox, Field Mouse Kid Top, 
button, spring heel, 
3 to8,plaintoe - -« «+ $1.57% 
814 to Fi, imitation tip - - 2.15 
Also with Brown, Grey, Champaigne, 
White and Black Poors Aftay , 


Special Grade Weak Ankle 

A Weak Ankle Shoe that acts as a 
corrective, not as a crutch. 4 change- 
able whalebone stays for six slots — 
us comfortable and adjustable to con- 
1 Good profit = very popular. 
‘an _ Kid, tip, 4 i heel. 
3t0 B$183 834 to 11 = $2.56 
Same, n I, plai 1 to5 $1.60 

methane 





ET’S TALK about your shoe profits, present 

and future.......TRETCO TURNS 
are manufactured by ourselves, a concern 
established twenty years ago. You benefit 
not only in price, but above all, in wear 
(which means a higher average of repeat 


customers for you). Compare the soles; oak 
tanned bends with superior thickness where 
the wear comes; the trim, light appearance 
of the attractive designs. Write today—while 
it’s on your mind—for samples of the Turns 
which. interest you, whether Misses’, Chil- 
dren’s, or Infants’. 


‘Tretco Shoes 


MISSES’, CHILDREN’S and INFANTS’ TURNS 


Te Robt. E. Tubman Go. 


BALTIMORE 
Established 1906 








NEW YORK DISTRIBUTORS ; 
Carrying a Complete Stock of all TRETCO Numbers 


WM. KELLERS SHOE COMPANY, Ine. 
198 Church Street, New York City 
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Survey Shows Wide Range of 


Patterns and Materials 





Retail Trade Shows Pick-Up As Cooler Weather Spreads Over 
Country—Black Still Leads but Lighter Colors Are 


NEW YORK 


Wide Range of Styles, Patterns and 
Materials 


The shoe trade here continues to 
report good business, with demand 
spreading over a wide range of 
styles, patterns and materials. From 
the statements of most merchants it 
appears that the current fall season 
is developing into one in which a 
real style leader is lacking, but in 
which almost any style that has good 
taste and beauty back of it can be 
sold. 

The leadership of patent leather is 
waning. So far there has been no 
one material that looks like a suc- 
cessor, despite the efforts that are 
being made to bring kid into the 
foreground. Kid is much stronger 
than it was and looks good to a large 
number of merchants, but there are 
many who assert that other mate- 
rials are coming along just as 
strongly. Suede is showing up bet- 
ter than many expected and calf, 
particularly Russia, is making de- 
cided progress in popularity. Even 
velvet is showing more than its 
usual strength and one courageous 
merchant is stocking shoes in bright 
red, green and blue velvet. This is 
exceptional, of course, but black and 
brown velvet pumps are being sold 
in fair quantities, not only for eve- 
ning but for street wear as well. 

In kid shoes, the tan shades are 
leading, but black kid is selling bet- 
ter than it has for many seasons. 
Some of the retail merchants, how- 
ever, are frankly disappointed at the 
business they are doing on kid 
shoes. It may be that their expecta- 
tions had been set too high, or that 
the full development of demand for 
kid has not been reached. Some 
merchants are inclined to take the 
latter view of the situation and 
many of them are completely “sold” 
on kid to follow patent as the lead- 
ing material. The advent of colder 
weather with a demand for fancy 


in Higher Favor in Many Places 


and even some plain oxfords has had 
much to do with bringing calf back 
into the limelight. Oxfords are. big 
sellers in some stores, and the ex- 
tremely fancy oxfords are selling 
well among those merchants who 








i : “fore, CA FAYETTE > 
LITTLE ROCK, ARK, 








The Hotel La Fayette of Little 
Rock, Ark., has been completed 
and is now open to the public. 
The building was erected by 
the A. D. Gates Construction 
Co. of St. Louis and is being 
operated by the Little Rock 
Hotel Co., of which A. J. 
Kempner of the Kempner Shoe 
Store of Little Rock is secre- 
tary. This hotel contains 
eleven stories and is absolutely 
fireproof, built and furnished 
at a cost of $1,500,000. There 
are 300 outside rooms, all with 
bath and circulating ice water 
in every room. This beautiful 
hotel is aristocratic in appear- 
ance, service and style 





cater largely to the theatrical trade. 
Paradoxically, the semi-sandal with 
cut-out shank is still a good seller to 
this class of trade, also. 

If any two styles of women’s 
high grade shoes are leading in sales 
at present they are the fancy one- 
strap pump and the fancy oxford. 
At least seven new varieties of one- 
strap pumps have been placed on 
sale here within the past week. One 
stresses a “chain” strap, another an 
entwined bow-knot and the others 
present still different twists, the 
main idea of which is to make the 
dainty strap across the instep the 
most prominent part of the shoe. 
Most of them are shown with the 
high spike heels. In the fancy ox- 
fords the instep underlay or overlay 
of contrasting material is the fa- 
vored mode. They are shown chiefly 
in patent leather with suede trim- 
ming, or in black or brown suede 
with kid trimming. 


SAN FRANCISCO 
Trade Continues On Up- 
Grade 


The San Francisco social season 
officially opened with the perform- 
ances of the San Francisco Opera 
Company, during the latter weeks 
of September and the first week in 
October, thereby providing the 
cause for a marked impetus in shoe 
sales among shops catering to a dis- 
criminating trade. The demand in- 
cidental to this event, of course, ran 
to the novelty models. Silver kids 
were immensely popular, while vel- 
vet slippers in the soft pastel shades 
found ready favor with well and ex- 
pensively gowned San Francisco 
women. 

Buying for general and semi-dress 
wear continues steady and the rep- 
resentative shops, selling both high 
and medium grade merchandise, as 
a whole report a good turnover at a 
desirable profit. None of the retail 
shoe men of San Francisco have 
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PATENT COLT has 

many friends among 
Shoe Manufacturers, 
who prefer it to any 
other patent for at least 
some of their models. 
*‘CORONA’’ Colt fulfills every 
requirement of price, cutting 
figures and quality, for either 
high-grade or medium-grade 
shoes. 


The Beebe Leathers include CORONA 
Patent Colt and Sides, Vici Kid, Ayer 
Chrome Calf Linings, Sheepskins, 
Suede Calf, Grain Calf, Side Leathers, 
Splits, Satins & Shoe Fabrics. 


Lucius Beebe & Sons, Inc. 


Boston, Mass. 
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made or are using any special ad- 
vertising method to usher in fall 
puying. The present healthy and 
normal sales activity, which bids 
fair to continue and gain momentum 
as the season advances, appears to 
grow out of generally sound business 
conditions. 

As to materials, black patent 
leathers and satins in strap and 
buckle styles vie for first honors in 
the sales totals. Black velvet for 
dressy afternoon wear shows a de- 
cided tendency toward a general and 
popular demand. Buckles from the 
most inexpensive to the costliest are 
selling strong and those with a 
touch of the different and unique 
find a quick market. 

The Geary Street Shop of the 
Frank Werner Co. is showing some 
original imported novelties in 
buckles and fancy heels. One inter- 
esting group of buckles resembles 
the quaint, old-time brooch of clear 
quartz in various colors, surrounded 
by filagree work, and still another 
clever buckle employs imitation 
pearls the size of ordinary beads. 
Unusual indeed are the fancy heels 
shown by this company. The heel is 
overlaid with a composition that has 
the appearance of mother of pearl. 
In effective contrast to its vari- 
colored, soft, yet brilliant sheen, dif- 
ferently colored brilliants are set. 

Among the men’s shoes, wide-toed 
models in light and medium dark 
tans have both a style and comfort 
appeal to men of all classes. Con- 
servative lasts in black and tan en- 
joy a good demand among business 
and professional men. The Hanan 
Co. carries perhaps the largest stock 
of men’s hose in San Francisco out- 
side of the department stores and 
regular men’s furnishing shops. Be- 
sides heavy golf hose, Hanan dis- 
plays a widely varied line of silks, 
fine lisles and light wools in checks, 
stripes and colors that in some in- 
stances run to the conspicuous. De- 
mand is brisk in all patterns and 
colors. 


ST. LOUIS 
Black Still Leads in Colors 


With cold weather during the week 
ending Oct. 10, the retail shoe busi- 
ness responded to this needed stimu- 
lant. Rain also reminded the buying 
public that their feet were not far 
away from the pavement and this 
element was another factor in the 
forward movement. Business was 
reported good in most stores. The 
early part of the week found many 
pairs of gold and silver slippers be- 
ing disposed of for the largest so- 
ciety affair of the year, held on Oct. 7. 
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In the style field black is the un- 
questioned leader. Patent and satin 
continue their fifty-fifty break in 
sharing prominence. Beaded satins 
are doing nicely and many stores re- 
port a rather healthy call for these 
styles. Most of the beading is on 
the vamp and the decoration in most 
cases is heavy. Tan calf in the 
straight, square toe oxford type or 
other tie effect patterns are being 
bought rather briskly. The oxford, 
however, is selling better and for the 
most part are going to those young 
girls who on rainy days will be found 
in yellow slickers. 

Velvets are reported as being 
good, although the volume is small 
and all merchants bought them in 
limited quantities. Black is the best 
bet and the volume, if it can be 
called that, was done on this color. 
Last Saturday, which happened to 
be the fourth rainy one in succes- 
sion, was good. It was one of the 
best days experienced in a long time 
and many reported that had the day 
been fair they would have been un- 
able to serve the customers. 


CINCINNATI 


Colder Weather Has Expected 
Effect on Trade 


Crisp weather during the last 
week brought about a boost in the 
sales of all the stores, large and 
small, in the Cincinnati district. 
Black patent leather pumps and 
straps still are far in the lead in the 
estimation of the female shoe buy- 
ing public. The most popular type 
of footwear still is plain, although 
there has been a slight demand for 
combinations. The only trimming 
which seems to meet with the ap- 
proval of women is the buckle. 
Black satins are receiving a notice- 
able play, but have not reached a 
place where they menace the lead 
held by patent leather. All mer- 
chants agree, however, that satins 
will become more active as the social 
season reaches larger proportions. 
Of course, black satins will be the 
leaders, they say, but the demand for 
lighter shades also will be boosted 
noticeably by the advent of festivi- 
ties. 

Next to patent leather and satin, 
other materials are grouped, with no 
particular one predominating. Mer- 
chants say that velvet is expected to 
show a heavier demand when cool 
weather sets in, although one man- 
ager said he believed that among the 
women buying higher priced shoes 
suedes would be most popular. He 


based his conclusion on the fact that 
the more or less elite of the shoe 
buying public desired to have some- 


8y 






thing which was not in too common 
use. 

Men still show a taste adverse to 
that of women, for all merchants 
dealing in men’s shoes report that 
tan still is far in the lead, with black 
making a poor second. The advent 
of cool weather caused a slight rise 
in the sale of high shoes, but it was 
not so unusual as to arouse com- 
ment which would tend to show any 
danger of low shoes going out of 
style. 


CHICAGO 


More Decoration Noted on Fore- 
parts 

A week of intermittent rain and 
sunshine did much to lessen the vol- 
ume: of retail shoe business in Chi- 
cago last week but, considering 
weather handicaps, merchants were 
pretty well satisfied. Certainly the 
vagaries of the buying public are 
hard to understand, for last week 
there was an unexpected and un- 
usual demand for a type of two- and 
three-eyelet tie with a very broad 
and stubby toe that seemed to come 
from nowhere in particular and sent 
merchants scurrying to jobbers try- 
ing to keep stocks sized up. The 
eyelet tie—two and three eyelets— 
is still one of the leading types of 
shoe patterning in Chicago. It has 
been shown mostly in tan with a 
vamp trimming around the base of 
the blucher in a darker shade of tan 
and in black calf with patent trim 
and patent in gun metal calf. 

At present, lacking greatly in 
variation of general lines, the pre- 
vailing styles seem to run to deco-- 
ration of the toes and top of the 
vamps. One model was seen in the 
new O. & G. Bootery that had its 
formal opening last Saturday—of 
patent with a cluster of flowers idea 
decorating the upper part of the top 
of the vamp, extending from the 
ankle to ankle around.the throat. The 
greatest part of the styling seems 
to be in varying methods of indi- 
vidualizing the top of the vamp and 
quarter with many hues and shades 
of the body leathers. The sabot 
pattern that was so popular in the 
early spring is again on view, with 
many colored leathers making up the 
throat portion. 

Black patent, gun metal satins and 
black satins are everywhere in evi- 
dence, but for the most part are 
trimmed with cut steel and beaded 
ornaments, with a few bows of 
patent and white leathers. The little 
tulle pompons are being favored for 
the strip pump models and are very 
much in favor. The constant ap- 
pearance of gray and ivory and 
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Toth to 17th Street, 
St. Louis, Mo. 


Naw York Satzs Room 
144 Duane Street 


Cuicaco Sates Room 


Rooms 206-207 aay A Bldg. 


189 W. Madison Street 
Paorrio Coast DEPARTMENT 
412-417 Pacifie Bldg. 
San Francisco 
PHILADELPHIA SALES Room 
318 Forest Bldg. 
BattTmmMors SALES Room 
100 N. Eutaw Street 
Derroir Sates Room 
408 Temple Bidg. 
PiTTsBuRGH SALEs Room 
Hotel Henry 


bay tw vy SALES Boew 
260-290 The Arcad 
Mer SALES Sines 
183 Essex Street 
CINCINNATI SALES RooM 
414 Edwards Bidg. 
Los ANGELRs SALES Room 
314-315 Severance Bidg., 
105 West 6th Street 
Kansas City Sates Room 
867 Central Street 
New ORLEANS SALES Room 
518 Godchaux Bldg. 
MINNEAPOLIS SALES RooM 
507 Boston Block 
SmaTTLw SaLes Room 
607 Terminal Sales Bidg. 
INDIANAPOLIS SaLEs Room 
470 Century Bidg. 
Denver Sates Room 
403 Jacobson Bldg. 
ATLANTA SALES Room 
90% North Forsyth Street 
BIRMINGHAM SaLges Room 
Morris Hotel 
Des Motnzs Sates Room 
226 Frankel Bidg. 
Fort Worth Sates Room 
Burton Bidg., 7th and Main 
OxLAHomMaA City SALEs Room 
Mercantile Sample Rooms 
Wicurra Sates Room 
426 Butts Bldg. 
Waco Sarzs Room 
Statehouse Hotel 
WHEBLING SaLEs Room 
213 Riley Bidg. 
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OMEN simply cannot refrain from 

buying things of beauty for personal 
adornment and the desire for beautiful foot- 
wear is one of the strongest of feminine im- 
pulses. 


The successful retail merchant’s real job is, 
therefore, to at all times be prepared to show 
his customers the latest creations in 


Brown =“ Shoes 


for Women 


Our style service in ready-to-ship patterns of 
new factory runs gives retailers a quick mail- 
order source of supply. 


Illustration is No. D367 


Women’s BROWNbilt Patent Star- 
burst Pump, plain toe, 14/8 covered 
wood spike heel, Gloria last. AA 4-8, 
A 3%-8, B 3-8, C 2%-8 bebokscwed $4.35 


IN STOCK NOW 


Your orders will receive our prompt attention 


Wrewrs Daoe Gowan, 


Manufacturers 
ST. LOUIS U. S. A. 


OrOrO OOO OHO COO00C{ )JK00:0:0:0:000000000 OOOO OOOO OOOOH OOHOIIOO 
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blond kid footwear in the windows 
gives evidence of the belief of Chi- 
cago merchants that kid footwear 
will carry a reasonably heavy “run” 
through the later fall months. 

There seems a tendency to bring 
the strap models down to extremely 
narrow or extremely wide types and 
the multiple strap models seen so 
much a few weeks ago are not so 
much in evidence, save where the 
wide effect is gained by the use of 
several straps fastened together. 

On State Street one also sees many 
shoes with the forepart of the vamp 
either embroidered heavily or cut- 
out in little floral patterns, with the 
edges heavily buttonholed either 
with harmonizing or contrasting 
stitch. 

The vogue of patent and satin is 
still the strongest characteristic of 
the trade and shows little signs of 
any slackening in favor of any other 
color or materials. 


MILWAUKEE 


Retail Trade About Even With Las’ 
Year : 


Business in Milwaukee shoe stores 
has been somewhat spotty during 
the early part of October, with sev- 
eral days of brisk business followed 
by a sudden drop and then a revival. 
However, figures on the whole are 
running about even with last year, 
so the merchants have little com- 
plaint to offer even though the de- 
mand does not indicate the enthusi- 
asm which was expected this month. 
Patents are still playing the leading 
réle, although satins are a big bet 
in many stores. The call for step-in 
pumps continues and fancy buckle 
effects are holding their place in 
popular demand. 

“There has been a big demand for 
party slippers which is unusual for 
this time of the year,” stated H. I. 
Tieman, manager of the I. Miller 
shoe department at Reel’s women’s 
apparel store. “We are selling sil- 
ver and gold kid slippers and a num- 
ber of white satins which are dyed 
to match the gown. Most of these 
are step-in pumps.” Mr. Tieman 
states that about 90 per cent of the 
people who come into the store want 
pumps and those who buy strap 
effects are usually unable to wear 
pumps because of narrow heels, 
fleshy feet or similar causes. 

Men apparently respond to the 
same influences as women in buying 
shoes, as the demand has been run- 
ning along fairly well this month. 
There is still no radical change in 
the trend of buying, as tan shades 
continue in popularity. Buyers be- 
lieve that the oxford will show even 
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a greater gain over the high shoe 
than it did last year. 

While stores are holding off to a 
great extent on fancy hose for 
women, they are making a feature 
of novelties for men in many cases. 
Caspari & Virmond have been sell- 
ing wool and lisle socks in fancy 
plaid or jacquard designs to a large 
extent for daytime wear. However, 
the rule of black for evening use is 
followed in hosiery as well as shoes, 
and black silk hose are sold for this 
purpose. 


DETROIT 

Blacks Lead in All Windows 

Black patents are the favorites 
with Detroit women for street wear, 
according to all merchants. Satins 
are being sold in fair numbers. That 
the merchants are playing up black 
for fall is plainly evidenced by the 
window displays. Blacks predomi- 
nate all displays. In one repre- 
sentative display of a shoe depart- 
ment in a department store on 
Woodward Avenue there was one 
lone pair of tans displayed and a 
single evening slipper in gold bro- 
cade; all the rest were black. 

This does not indicate that colors 
are not being sold in fair quantities, 
for the contrary is the case. “Ev- 
erything is selling,” was the report 
of one merchant, and that about 
covers the entire situation. The 
lighter shades of tan are favored by 
those buying colors. 

Black velvets continue their popu- 
larity in some stores. Black satins 
are much in vogue for evening wear. 
Pumps are resplendent with large 
rhinestone buckles. In many cases 
the pumps are sold plain and the 
buckles are additional sales. A few 
of the many styles featured in down- 
town stores include the following: 

The I. Miller Salon at Russeks are 
featuring pumps with extremely 
large buckles, among other styles. 
The McBryde Boot Shop is featur- 
ing a model with front and side 
straps, turn sole and high Spanish 
heel in patent, black suede and black 
satin, as well as in a light tan shade 
of satin. At Fyfe’s a natty center 
strap with high Spanish heel is 
shown in patent, blond kid, brown 
kid and black satin. At Kline’s an 
opera pump with high heel is shown 
in both patent and black satin. At 
C. H. Baker’s velvets are strongly 
featured. These are shown in strap 
and pump types, represented by 
seven distinct models in various 
heights of heels. At Ruby’s a 
tongue pump with wing tip effect, 
trimmed with bands of contrasting 
leathers, is shown. 
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The snappy young men continue to 
favor the broad toe of the balloon 
type. Heavy grains are selling well 
in both tan and black. At the Hotel 
Cadillac store of A. E. Burns & Co. 
the display manager, Richard T. 
Kann, has a faculty of introducing 
little touches to his displays that at- 
tract attention. In a recent display 
a stout oxford of the brogue type 
was laced with a brass chain to 
which, in place of tags, too small 
brass padlocks were attached. A. 
H. Neubert, manager of this store, 
says that these little stunts get the 
men looking at the styles displayed. 


MINNEAPGLIS 
Straps, Pumps and Gores Selling 
Best 


Simplicity has the pole in the shoe 
styles here. One- and two-strap and 
opera pumps, with some of the sim- 
plest and tastiest designs in gores, 
are favored by the women buyers. 
Patent leathers, black satins, black 
kids and tans have the lead in the 
colors. Tans are gaining in popu- 
larity and by spring are expected to 
be very much in evidence. 

Dealers report a fair amount of 
business but are frank to say they 
expected more. A snap of chilly 
weather early in the month did put 
some life in trade. 

The rage for buckles has the 
dealers guessing and, facing a wait 
of 60 days at the outside on orders, 
some of them are at their wits’ end 
to meet demands. 

Brown and tan shoe week was 
moderately successful. The supply 
on hand here was not large and, as 
a@ consequence, dealers could not 
push it as hard as they wanted to. 
Those who had them report a nice 
business. 

The St. Paul Retail Shoe Dealers’ 
Association has united the shoe men 
on a fight against the “on approval” 
evil. A pamphlet has been prepared 
under direction of David Bryson, 
president, pointing out to customers 
the cost to the stores of keeping 
shoes up to 60 days and then turn- 
ing them back as “not what is 
wanted.” The pamphlet shows that 
this increases the store overhead by 
a big percentage—15 per cent, one 
dealer estimates it—and that of 
course the public has to pay the cost. 
A 60-day holding of merchandise 
means that a store is open and pay- 
ing rent and clerk hire and other 
overhead for just two months with- 
out getting returns, the pamphlet 
says. One of the pamphlets is en- 
closed with each purchase made in 
St. Paul shoe stores. 
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Patent Leather Novelties 


Built up to the high standard of 
shoemaking that has made our 
shoes known for many years as Big 
Value Merchandise. 


No. 305—Patent leather, two- 


strap McKay with 
heel on 141 last. 


No. 


Cuban wood 


317—Patent leather, 


side-gore McKay with 
cut-out front — Cuban 
wood heel on 135 last. 


Merchants who want 
a line that will make 
business and keep it 
should get samples 
and prices of the 
Johnson Bros. line 
this season. 


JOHNSON 


No. 511 — Pat- 
ent leather, two- 
button welt 
with cut-out 
front — 13/8 
Cuban heel on 
141 last. 


BROS. SHOE MFG. CO. 


HALLOWELL, MAINE 


«Made in the Pine Tree State 








4 
(sz) 
3a) 
3a] 
32] 
psa 
ist) 
ts) 
>-¢ 
(3g) 
sti 
33 
32) 
Fy 
| 
f 
3 
iS 
x 
be9 
if 
fs 
Sz 
if 
+e 
gi 
era 
(33 
3 
ir 
‘Ss 
if 
if 
a3 
es! 
i 
st) 


CREE Est 


O32) 


EE AESUESS PEGE EES p53 053.554 053 £54 EEAIEEG SYS ESE A BEd zap SUR AREUbE Me cdibed bed Peds Bs 











When writing to advertisers please mention Boot anp Suozr Recorpeg 





to oO Ss @ bp’ oO 


-~— | 


Tonal 


ei 2 ee ee: ee ae an” a | 6 ee oe, 























October 17, 1925 





EPORTS from traveling sales- 
men show that merchants are 
buying with the idea in mind 

of “Seasonal” shoes, and “Shoes for 
the Occasion.” Especially is this 
true and pleasing in the placing of 
orders for men’s shoes. Shoe sales- 
men feel that the wide publicity 
that has been given to the thought 
of these two trade-producing slogans 
has for some time showed fine re- 
sults. And so the traveling sales- 
man often hears nowadays the 
question, “Have you a_ typically 
business man’s shoe?” Or have you 
the “short effects?” or “the Col- 
legiates in light tan?” or “I want 
some of those young men’s balloon 
lasts?” And “winter weights” and 
“spring weights” are often referred 
to, say the merchants, by the public. 

Travelers also report that orders 
for spring are being placed very sat- 
isfactorily and without hesitancy, 
due to the “lighter weight” for 
spring propaganda. They state that 
light tan shoes have “pepped” up 
business and, with the colorful 
effects in men’s suits shown for 
next fall and winter, as well as for 
next spring and summer, that light 
tans will be big favorites. Travelers 
say also that, due to the newspaper 
ads of the retail stores “talking” 
about “new styles in winter weights” 
and “new styles in spring weights,” 
the retail stocks are moving faster 
and better and that never before 
has there been so much alertness on 
the part of the retail stores in the 
good merchandising of men’s shoes. 


Farren with Barney, Capen 


& Denham Co. 


Joseph A. Farren, the well-known 
golfer, is now with Barney, Capen 


& Denham Co. Joe is the man who 
created the “Tom Logan” golf shoes, 
and for seven years styled and sold 
this line. 


His experience in sport 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 





Traveling Salesmen Are Selling 


Seasonable Shoes 


shoe styles and his wealth of origi- 
nal ideas will enable him to offer his 
trade something different and better. 

Barney, Capen & Denham Co. is 
one of the most progressive of the 
younger Brockton manufacturers. 
Their shoes have been meeting with 
ready acceptance from careful 
buyers. 

Joe left Brockton Oct. 10 for a 
five weeks’ trip through the West. 
He will cover Pittsburgh, Cleveland, 
Buffalo, Chicago and all the other 
big cities west to Kansas City. 





Joseph A. Farren, who travels 
the West for Barney, Capen & 
Denham Co 





He is most enthusiastic regarding 
this line and in the Farren vernacu- 
lar says that “a golfer wearing Bar- 
ney, Capen & Denham Co. shoes can 
stand up on -both feet and look par 
in the face.” 


Balter Opens New York 
ce 


Archie. Balter, sales manager of 
the Balter Shoe Co., Boston, which 
operates broadly in attractively 
priced novelty styles for women and 
children, will from now on make 
New York his headquarters. An ex- 
tension of the Balter service to the 
trade has been made by opening a 
New York office at 127 Duane Street, 
with Archie Balter in charge. 


Arens Adds Chicago 


Territory 


Leslie G. Arens, representing the 
Julian & Kokenge Co. in the North- 
west territory to the coast, has 
added Chicago, where he will have 
an even larger field of action for his 
agreeable personality and active 
solicitation of Julian & Kokenge 


shoes. 
Mr. Arens for a long time has 
made Chicago his headquarters, 


with an office in the Republic Build- 
ing, but henceforth will make his 
headquarters at the Parkway Hotel 
in Chicago, where he says he will 
be glad to have his customer friends 
coming into the Chicago market on 
their way east or west make it a 
point to see him for any inside in- 
formation on where and how to visit 
the interesting spots in the Windy 
City. 


Moder with Crafts 


C. A. Moder of Los Angeles is to 
represent G. P. Crafts Co. of Man- 
chester, N. H., on the Pacific Coast. 
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“Spotlight” 
Your Business 


Flexlume’s brilliance by night and boldness 
by day put your business into the “spotlight” 
of public attention all hours of the twenty-four. 

The Flexlume Electric sign attracts and 
— new. and old customers to your store 

rom blocks away. 

Its snow-white, raised. glass letters against 
a dark background make Flexlume as efficient 
by day as by night. . 

Write now for literature and photoprints 
showing how Flexlume has doubled the pulling 
power of other shoe store fronts at moderate 
costs, and information as to your own sign 
needs. 

We also build exposed lamp and other 


types of electrte signs for those who 
prefer or require them. 


FLEXLUME CORPORATION 
1220 Military Road Buffalo, N. Y. 


“ ” Factories also at 
Phone “‘Flexlume Detroit, Les An- 


—All_ Principal gsi° 8, Ses 
oe ronto, Canada 


The Day-and-Night Sign 
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Business Salesman Wanted 


A western manufacturer, specializing on a line of young 
men’s up-to-date shoes to retail at $4.00 and $5.00, wants 
live business salesman for the following territories: New 
York State, North Texas, Tennessee, Iowa, Kansas, Ken- 
tucky, Illinois, Northern California, Ohio, West Virginia, 
Missouri. Applicants will state territory desired and give 
age and state sales made per year for the past three years. 
State if you travel by automobile and give references only 
of firms represented. Address B719, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
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Maurice Melman, who is one 
of the “top notch” salesmen of 
the Weyenberg Shoe Mfg. Co. 


Maurice Melman Leads 
Weyenberg Sales Force 


A smile will go a long way to help 
one toward the top. Maybe, that’s 
why Maurice Melman is leading the 
Weyenberg sales force. However, 
“Maurie” is a modest fellow and 
says it’s because the folks of Chicago 
know good footwear, and because he 
has the best line (of shoes) he ever 
carried. 

Melman always wanted to be up 
near the top where it wasn’t 
crowded. It spells success for him. 


Burdetts Are on Trips 


Edgar Burdett of the Burdett Shoe 
Co. of Lynn is on a trip through the 
South and Southwest as far as 
Texas. L. B. Burdett is making his 
usual trip among the big cities. The 
Burdett brothers have a few things 
brand new, as well as their smart 
styles in shoes for growing girls. 


Fallman in Charge of Koss’ 
Shoe Selling 


Louis S. Fallman, former buyer 
for Cohen Weinstein, has taken over 
the entire sales end of the Koss Shoe 
Co., Haverhill, Mass., who are mak- 
ing a popular priced line of covered 
heel McKay novelties. Mr. Fallman 
states that his experience of the past 
ten years with the buying and selling 
world will enable him to meet the 
requirements of the trade in style, 
quality, service and price. He will sell 
the large jobbers, chain stores and 
mail order trade and says that he is 
showing and selling some live num- 
bers to the volume buyers. 
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A Traveler’s Thoughts 
on Advertising 


Leave it to a traveling man 
to ring the bell. Frank Weber, 
who represents Weber Bros. 
Shoe Co. in the Middle West, 
indorses the following: 

When someone stops advertis- 
ing, 

Someone stops buying. 
When someone stops buying, 

Someone stops selling. 
When someone stops selling, 

Someone stops making. 
When someone stops making, 

Someone stops earning. 
When someone stops earning, 
Everybody stops buying. 











E. C. Bigelow, who covers Ohio 
for the Joseph M. Herman Shoe 
Co. 


“Off”? for Europe 


Raymond P. Morse, president of 
Morse & Burt Co., accompanied by 
Mrs. Morse, George B. Jordon, a 
Pacific Coast representative of that 
house, his daughter, Dorothy Jordan 
and her friend, Gertrude Bosworth, 
sailed recently for a two months’ 
stay abroad. They will visit Eng- 
land, Scotland and France. Mr. 
Morse will combine business with 
recreation, and while in England will 
visit the Cantilever Shoe Co., Ltd., 
manufacturers of the Cantilever 
Shoe at Northampton, and the Can- 
tilever retail agencies in London. 


With Churchill & Alden 


C. W. Swenson of Minneapolis 
now represents Churchill & Alden 
Co. in the Northwest. 
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John J. Whalen, President Boston 

Shoe Travelers’ Association, Rep- 

resents Condon Bros. & Co., in 

all of New England, Baltimore 
and Washington, 


Whalen with Condon Bros. 


John J. Whalen of Brockton re- 
cently joined-the shoe selling force 
of Condon Bros. & Co. He will 
cover all of New England, also Bal- 
timore and Washington, for this 
firm. Mr. Whalen, who is President 
of the Boston Shoe Travelers’ Asso- 
ciation, is one of the best known 
shoe salesmen traveling out of 
Brockton. He is an ex-Alderman of 
“The Men’s Shoe City,” and is glad 
to be back in Eastern territory once 
more. It is five years ago that Mr. 
Whalen left Condon Bros. to join 
the salesforce of Preston B. Keith 
Shoe Co., later traveling for the 
Royal Shoe Co., of Randolph. Con- 
don Bros. & Co. has recently taken 
over the manufacture of the Dr. A. 
Reed adjustable arch shoe for men. 


Whittemore Entertains 


Ernest Young 


Ernest M. Young of Young Bros., 
Hamilton, Bermuda, who has been 
in Boston the past ten days, sailed 
for home, October 7. This is. Mr. 
Young’s twentieth annual buying 
trip to Boston, 

While in Boston Mr. Young al- 
ways combines business with pleas- 
ure. On this trip, with John S. 
Whittemore, he enjoyed a motor trip 
to the mountains. 

Mr. Whittemore represents the 
Boyden Shoe Company of Newark, 
N. J., and Krippendorf-Dittman 
Company of Cincinnati, Ohio. 
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a PS SE SB iy ge re 
Here’s proof of KREIDER’S Unequalled Values 


This wonderfully fine shoe for boys is without 
doubt the greatest value in Boys’ “Al” 
QUALITY Shoe ever offered. A Boy’s shoe 
that will hold its shape and appearance and 
provide maximum wear. 


‘ No. S2949—North Western Color No. 26 
light tan bal—all solid—full vamp—ten 


iron bend outsole full Balloon last, in all 
runs. Our top grade construction. 


Gents 10 -1314......... $2.50 
TE oe. @ Zo. dw wcweice 2.85 
Boys 2Yy- 5Y.... 1... 3.15 
On the floor for immediate 
delivery. 

















Increased Facilities, Enlarged and Better Service 
From Our Stock Distributing Houses 


The latest improvement in KREIDER The fact that all KREIDER Distrib- 
SERVICE is the Distributing House —_uting Houses have been enlarged, 
at 1125 Penn Ave., Pittsburgh, Pa., modernized and improved with 
where we have purchased the build- larger stocks and increased sales 







—P MA et ge 







ing, modernized and equipped it to forces is proof of the great popu- pl 
meet present day needs and give you larity of the KREIDER method of : 
BETTER SERVICE. INSTANT DELIVERY. fo 






THE A. S. KREIDER CO. 


FACTORIES: Annville, Pa. Elizabethtown, Pa. Palmyra, Pa. 
Middletown, Pa. Factories 1 and 2 at Lebanon, Pa. 


Rae EEE RI. OS CR 


When writing to advertisers please mention Boot anp Suoze ReEcorper 
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Leland K. Ford, who travels 

Illinois, Minnesota, Wisconsin, 

Indiana, Iowa and Michigan 

for the Tyer Rubber Co.; head- 

quarters at 608 People’s Life 

Building, 130 N. Wells Street, 
Chicago 


Ford with Tyer Rubber Co. 


Leland K., Ford has_ recently 
joined the sales force of the Tyer 
Rubber Co. and will cover Illinois, 
Minnesota, Wisconsin, Indiana, 
Iowa and Michigan for this house. 
His headquarters are at 608 People’s 
Life Building, 130 North Wells 
Street, Chicago. He is at present 
on a trip with the Tyer line and is 
very enthusiastic over the results to 
date. 


Nunn Bush Salesforce 
Meets 


The Nunn Bush sales organiza- 
tion recently attended the fall sales 
convention at the factory in Mil- 
waukee. It was “a great meeting 
and there were many splendid new 
things advanced in the Nunn Bush 
plans for the coming year,” say the 
salesmen. There were several 
speakers who brought to the sales 
force the message of continued and 
sincere service to the Nunn Bush 
dealers. 

Advertising plans for the coming 
year were discussed and the new 
sample lines brought out for the first 
time. It was over these that the 
staff was most enthusiastic, for the 
factory had planned well for the 
coming season. 

The meeting ended with a banquet 
at the Pfister Hotel. There was a 
noticeable absence of the usual after- 
dinner speakers, the gathering at the 
festive board being given over to 
discussion of general topics. 


One of the most interesting fea- 
tures of the discussion around the 
table was the subject of light weight 
shoes for spring. They received the 
unanimous approval of the entire 
staff. Judging from reports brought 
in, merchants all over the country 
will be looking to their manufac- 
turers for this type of footwear, and 
they already are laying plans for 
featuring it when spring comes. 

The opinion also was given that 
75 per cent of the men’s shoes sold 
this spring will be in light tans. 
Wide toes will continue to be the 
leaders. 


Howard P. Gautier, who represents 
Brauer Bros. in Chicago and Northern 
Illinois 


Howard Gautier a Benedict 


Announcements of the marriage 
of Howard P. Gautier to Miss Esther 
Marie Cooke, Sept. 9, have reached 
friends of the couple. The wedding 
took place at the home of the bride’s 
parents, Mr. and Mrs. Charles 
Francis Cooke, in Los Angeles, Cal. 
The newlyweds spent their honey- 
moon at Coronado Beach, Cal. 

Howard Gautier is one of the 
popular salesmen for Brauer Bros. 
Shoe Co., St. Louis, and represents 
this company in Chicago and north- 
ern Illinois with their “Paradise” 
line of women’s novelty shoes. 


Charles McCain Is Dead 


Charles L. McCain, 72, of Jones- 
boro, Ark., shoe salesman for the 
McElroy-Sloan Shoe Co. of St. 
Louis, died recently at the Barnes 
Hospital, St. Louis, following a 
week’s illness. 

Mr. McCain had been connected 
with the McElroy-Sloan Shoe Co. for 
the past eleven years and traveled 
throughout southeastern Missouri 
and northwestern Arkansas. He 
was active until a week prior to his 
death. 

He first came to St. Louis in 1892 
and became connected with the 
Goodbar Shoe Co. He is survived by 
a widow and four children. Burial 
took place in Jonesboro, Ark. 
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A. F. Medine of Los Angeles, 

who covers from Denver west 

_ for Lewis A. Crossett of North 
Abington, Mass. 


Medine Travels Coast for 
Crossett 


A. F. Medine of Los Angeles 
covers part of Texas, Arkansas, New 
Mexico and the southern part of 
California for Lewis A. Crossett of 
North Abington, Mass. Mr. Medine 
recently visited the Eastern factory 
and is now “right in the midst of 
things” in his territory, “booking 
’em” fast. A. F.’s territory is offi- 
cially known as from Denver west. 
He has covered this section for over 
20 years and has always specialized 
on men’s high-grade shoes. His 
motto is, “Work like the d , take 
conditions as they are—give good 
shoes and good service, all the time.” 

A. F. in a recent interview spoke 
of the many changes in traveling 
since the early days of his road ex- 
perience. He is very fond of his 
Los Angeles home and spoke of its 
delightful location on a hillside, of 
its thirty miles or more of area, of 
its fine climate, manufacturing 
promience as fifth city in the United 
States, and the fact that Los An- 
geles men like style and good shoe- 
making in men’s shoes. 


Waller with Wm. H. Walker 


S. Franklin Waller, who has rep- 
resented the Arrowsmith Mfg. Co. 
in New York State for fourteen 
years, has accepted a position as city 
salesman for Wm. H. Walker & Co. 
of Buffalo. 
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The Big Sellers 
for Little Tots! 


It would be impossible to find a small children’s 
shoe that has more desirable features and ad- 
vantages than BALANCERS have. Mothers are 
simply delighted with 
these little shoes. And 
the tremendous volume 
of sales proves their 
merit. 





















No. 3355 


Tan Elk Blucher — Soft 
Toe. In Stock: 


2—6 D—#1.60 
6%—8 D—$1.85 


No. 3373 
Pearl Blk Blucher—Soft 


‘oe, 
2—6 D—#$1.75 
6%—8 D—$2.00 


fers 


No. 3379 


Dark Smoked Elk Blucher 
Indian Head Panel 


In Stock: 


2—6 D—#$1.75 
6%—8 D—82.00 


Start now, with these three profit winners. Quick 
shipments. Order direct. 


Shaft-Pierce Shoe Co. 


Manufacturers of Acrobat Shoes 
206 Third St., Faribault, Minn. 


Specialists in Children’s Good Shoes 
Since 1892 
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Allsteel Safes 


OU can insure many things— 
but the best insurance will never 
replace your business records. 


GF Alisteel Safes, tested and ap- 
proved by the Underwriters’ Labo- 
ratories, have brought their con- 
tents, uninjured, through countless severe fires. 


The Allsteel mark on office equipment is 
your guarantee of permanent satisfaction. 


Write for a copy of the GF book: ‘‘Safe- 
guarding the Vital Records of Business.” 


THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio 
Dealers Everywhere ¢ Canadian Plant: Toronto, Ontario 















































== Attach this Coupon to your firm letterhead =n 


The General Fireproofing Co., Youngstown, Ohio 


Please send me without obligation a copy of your book, “Safeguarding 


the Vital Records of Business. 
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Factories Report Better Business 
Traveling Men from Most Markets Are Again 





in Field and Retail Merchants Are 


MILWAUKEE 
Shoe Manufacturing Improves 


Orders for shoes are coming in a 
little more freely according to re- 
ports from several Milwaukee shoe 
factories, and the outlook is more en- 
couraging than it has been for sev- 
eral years. The credit situation is 
also clearing up to some extent, in 
the opinion of D. L. Sawyer, credit 
manager of the F. Mayer Boot & 
Shoe Co., and president of the Mil- 
waukee Shoe Credit Men’s Associa- 
tion. “Business is coming in a little 
better and orders are being placed 
more freely,” stated Mr. Sawyer. 
“Our mail orders have been quite 
heavy although this is not the time 
of the year for mail orders. This 
goes to show that merchants are 
still buying from hand to mouth 
instead of placing future orders. 
However, I think it is a good thing 
for merchants to buy on a hand to 
mouth basis until they get their busi- 
ness back to normal. Stocks are 
now fairly low, and by next year 
merchants will be ready to place 
orders for future delivery. 

“As a general proposition, busi- 
ness is on a normal foundation at 
the present time,” he continued. “Up 
to now it has been hard to tell just 
how the dealer was situated, but I 
believe that shoe trade has passed 
the lowest mark. Merchants have 
taken their losses and are on the 
up-grade. The question of credit is’ 
now to ascertain whether the mer- 
chant has taken his loss or whether 
he is still on the down-grade. Busi- 
ness is on a better level than it has 
been for four years.” 


LYNN 
New Color Effects Being Developed 


More shoes and more styles is the 
way that things are going in Lynn. 
Production is increasing, and as 
more shoes are made, more styles 
are produced. Manufacturers spread 
out their lines, to employ more new 
leathers, lasts, patterns and trim- 
mings. This is well, for at one and 
the same time it balances the de- 
mand for raw materials and pro- 


Buying More Freely 


vides the myriad styles that women 
now require. Dieting to reduce the 
waist line may be popular; but there 
are no signs of any dieting on shoes 
for adorning the feet. 

New color effects appear in Lynn’s 
development of styles. Shoes, of 
black or brown, are touched with 
appliques, bandings, or pipings of 
gold, silver, or grey kid, or of gold 
patent leather. Many of these are 
of the step-in models, and are 
adorned with ornaments, of gold or 
silver, to match the trimmings. No 
more may it be said that shoes are 
plain but pretty. They are trimmed, 
and the trimmings are light and 
dainty, like the shoes themselves. 
Patents are trimmed with grey kid, 
silver or gold kid, and dull kids, or 
suede or satins with similar ma- 
terials. Besides, there are the com- 
binations, now more or less familiar, 
of Russia calf, with alligator or 
Scotch grain trimmings, or tan 
shades of kid with contrasting trim- 
mings. A blonde kid pump is 
trimmed with blonde gold leather, 
while a.new wine shade of kid re- 
veals trimmings of purple. 

It may be noted in passing that 
Lynn has solved its stitching room 
problems, and that it is able to 
produce an amazing number of 
“thread and needle” or fancy stitched 
shoes, on the short time schedule, 
that is, for production in ten days 
or two weeks. No longer are there 








Light Blue and Pink 
Quarter Linings 

New York City—W. A. Platz 
of the Standard Kid Company 
reports that many New York 
and Brooklyn manufacturers 
have been sampling new light 
colored kidskins to be used as 
quarter linings in women’s high 
style shoes. Baby blue and 
baby pink are the new colors 
which manufacturers have been 
trying out. Sample orders 
have been running heavy, it is 
said. 











complaints that shoes were delayed 
in the stitching rooms. 

Oxfords maintain their gain, 
according to general reports from 
the factory, and these reports are 
substantiated by the fact that the 
machinery companies are doing a 
brisk business in eyeletting ma- 
chines. Evidently, some manufac- 
turers think that the oxford styles 
have come to stay for awhile. The 
oxford, with the very high heel, has 
appeared for dress wear, and makes 
an interesting contrast with the low 
heel oxford for walking. 

It must be that buyers are absorb- 
ing more shoes, for while there is 
a gain on oxfords, there is no let up 
in the sales of pump styles, the plain, 
the strap, the step-in and the gore 
styles, the latter being trimmed with 
fancy ornaments, or bows. The use 
of bows being on the gain, with some 
bows, of leather, of fascinating com- 
binations of leather, or of fancy 
leathers, like reptile grains. As a 
matter of record, it may be reported 
that more boots are being made by a 
few firms; but these boots are of 
staple styles, or health types, and 
they indicate the general improve- 
ment in business, and no new trend 
of style. 


BROCKTON 
Sport Shoes at Style Show 


Among the scores of exhibits made 
at the Brockton Fair style show by 
shoe manufacturing concerns in 
Brockton and the South Shore Dis- 
trict, the prevalence of men’s sport 
models was very noticeable. Several 
of the local exhibitors featured this 
type of footwear in a variety of 
novelties. Howard & Foster Co. 
featured white calf sport oxfords in 
combination with tans, autumn red, 
also black quarters and tips. George 
E. Keith Co. made an especially fine 
showing of men’s sport oxfords in 
the Walk-Over line, these embodying 
many attractive and practical com- 
binations. Brockton Shoe Manufac- 
turing Co. showed a white buck ox- 
ford in combination with Kelly green 
patent leather and white enamel 
eyelets; also white buck and aqua- 


[CONTINUED ON PAGE 104] 





—————— 


a 


schehcongeiemtmee= eee 


1 melee Tia a gon 





100 BOOT AND SHOE RECORDER October 17, 1925 





\\ She walks in beauty,” 


MODEL 0524 


BLOSSOM 


STEP-IN PUMP 


ANOTHER EXCLUSIVE 
BRAUER CREATION 




















This new smart creation is developed in All Patent 
leather with Hickory kid underlay and Hickory 
stitched colored leaf design. Our popular 300 Last 
and with 17/8 Louis Heel. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


THIS MODEL CAN BE MADE ON ALL LASTS AND IN 
ALL WANTED LEATHERS 


BRAUER BROS. SHOE @. *%4ou 


FASHIONERS OF WOMEN’S NOVELTY SHOES 


LLL er; ODD DID DD ILD DL LL LLL LL LLL LL LL 










“BEST SELLERS” 


It is an old story of the man who put it off and tried to buy a new novel when 
it had become a best seller and everyone else wanted it too. 
There were no more until a new printing came out. 


SLIPPERS TOO 


Are “best sellers” for the holidays. Everyone wants them as a “SENSIBLE CHRIST- 
MAS PRESENT.” There is a constant and big demand now—but the “BEST SELL- 
ERS” can yet be had. Do not wait or stocks will be gone and— 

There will be no more until they come thru manufacture. 


FOR CHRISTMAS TRADE—ORDER NOW 


“WHO BRINGS OUT THE NOVELTIES?” 


Be sure to see our complete lines of imported and domestic house and bedroom slip- 
pers and the NEWEST imported novelty shoes. 


32% GOLO SLIPPER COMPANY sssce 


When writing to advertisers please mention Boot anp SHog ReEcorper 
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Business Changes 

INDEPENDENCE, Mo.—Jones-Den- 
ton Shoe Co., shoes, succeeded by J. 
A. Denton Shoe Co. 

ATLANTIC City, N. J.—Edward W. 
Griswell, shoes, sold out to Myer 
Kargher. 

BROOKLYN, N. Y.—Samuel Land- 
man (6731 Thirteenth Avenue), 
shoes, reported sold out; branch 
store at 868 Second Avenue, New 
York City. 

Rhoda Ann Booteries, shoes, etc., 
incorporated with authorized capital 
of $20,000. 

BuFFALO, N.. Y.—Lafayette Boot 
Shop of Buffalo (Main and Lafay- 
ette Square), shoes, incorporated 
with authorized capital of $10,000. 

BROOKLYN, N. Y.— Workmen’s 
Consumers’ League (307 Stone Ave- 
nue), shoes, etc., reported selling or 
sold out. 

NEw YorK City—Harris Katz 
(1785 Madison Avenue), shoes, re- 
ported sold out. 

Peter Kranker (506 Amsterdam 
Ave.), shoes, reported selling or sold 
out. 

Baumel Shoe Crafters, shoes, etc., 
incorporated with authorized capital 
of $20,000. 

SYRACUSE, N. Y.—Geddes Economy 
Shoe Stores, shoes, incorporated 
with authorized capital of $10,000. 

New York City—J. Van Buren 
Brown, shoes, incorporated. 

Lafayette Shoe Co., shoes, incorpo- 
rated with authorized capital of 
$10,000. 

DAYTON, OHIO—Yale Clothing & 
Shoe Co., shoes, etc., incorporated 
with authorized capital of $5,000. 

CHICKASHA, OKLA.—Smith Bros., 
shoes, etc., succeeded by Cinderella 
Shoe Shop, Inc. 

PHILADELPHIA, PA.— McClement 
Shoe Co., Inc. (2832 Germantown 
Avenue), shoes, reported discon- 
tinued.. 

PROVIDENCE, R. I.—Shoe Market, 
wholesale and retail shoes, incorpo- 
rated. 

HOMESTEAD, Pa—H. L. Little 
(Mrs.) (Celia), shoes, sold out to 
Stanley Chernew. 

Fort WortTH, TeEx.—Lone Star 
Shoe Co., shoes, incorporated with 
authorized capital of $4,000. 

HARTSVILLE, TENN.— Upshaw 
Bros., shoes, etc., reported closing 
out. 

CARTHAGE, TEX.—William A. 


. Jones, shoes, succeeded by Jones Dry 


Goods Co. 


CHANGES IN BUSINESS 
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GREEN Bay, Wis.—Behrendt & 
Lachappelle, shoes, etc., closing out. 

BELLEVILLE, Wis.—Claude J. Dal- 
rymple, shoes, etc., succeeded by 
Elmer A. Klassy. 

MONTREAL, P. Q.—Cadillac Shoe 
Co. (Ltd.), incorporated with au- 
thorized capital of $50,000. 


Business Reverses 


BRIDGEPORT, CONN.—Cartwright 
Shoe Co. (62 Cannon Street), shoes, 
reported petitioned into bankruptcy. 

DECATUR, ILL.—Sam Kurtz, shoes, 
reported petitioned into bankruptcy. 

Los ANGELES, CAL.—S. A. Gilbert, 
wholesale and retail shoes, reported 
petitioned into bankruptcy. 

DANBURY, CONN.— William H. 
Friel (9 White Street), shoes, etc., 
reported offering to compromise at 
20 per cent. 

Des MOINES, Iowa—Louis Garsh 
(Garsh Clothing Co.), shoes, etc., 
reported petitioned into bankruptcy 
and reported receiver appointed. 

BALTIMORE, Mp.—Elk Leather Co., 
wholesale leather and findings, re- 
ported receiver appointed. 

Boston, MAss.—Albany Leather 
& Shoe Co., wholesale leather and 
shoes, reported offering to comprom- 
ise at 35 per cent. 

MADISONVILLE, Ky.—Simon Gold- 
fine, shoes, etc., reported petitioned 
into bankruptcy. 

Boston, Mass.— George Cooper 
Shoe Co., (504 Little Bldg.) whole- 
sale and commission shoes, reported 
petitioned into bankruptcy. 

BROOKLYN, N. Y.— Alexander 
Gootrad, (574 Broadway) shoes, 
etc., reported offering to compro- 
mise at 50 per cent. 

C. T. McGlone & Co., Inc., (255- 
261 Classon Ave.) shoe manufac- 
turer, etc., reported receiver ap- 
pointed. 

GLENS FALLs, N. Y.—P. Levitt & 
Sons, shoes, etc., reported petitioned 
into bankruptcy. 

New York, N. Y.—Charles Gold- 
zweig (“Queen Elizabeth Shoe 
Shop”, 1560 Broadway) shoes, re- 
ported petitioned into bankruptcy. 

Port CHESTER, N. Y.—Harry 
Waxman & Son, shoes, reported re- 
ceiver appointed. 

HENDERSONVILLE, N. C.—J. M. 
Baker, shoes, reported offering to 
compromise at 25 per cent. 

MOUNT STERLING, OHIO.—Wilson 
& Son, shoes, etc., reported assigned. 
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Business Changes 

Los ANGELES, CAL.—A. Velasco 
(5824 Pasadena Avenue), shoes, sold 
out to K. Kremm. 

SAWTBLLE, CAL—Nathan Weiss 
(Sawtelle Department Store), shoes, 
etc., succeeded by Dobrowsky & 
Freedman. 

Los ANGELES, CAL—P. Furra 
(2520 East Fourth Street), shoes, 
sold out to E. Shuster. 

Victor, Cot.—H. Herz & Co., 
shoes, etc., succeeded by Richmond 
& Co. 

WASHINGTON, D. C.—Henry S. 
Adler & Sons, shoes, etc., succeeded 
by Henry S. Adler Sons, Inc. 

WASHINGTON, GA.—Hogan Shoe 
Co., shoes, removed to Tifton, Ga. 

BRUNSWICK, GA.—M. Wengrow 
(Boston Shoe Store), shoes, out of 
business. 

McRAE, GA.—M. Sussman, shoes, 
etc., succeeded by J. J. Galin. 

ARGO, ILL.—Benj. Meerson, shoes, 
etc., succeeded by Meerson & Cooper. 

CHICAGO, ILL.—William Stein (156 
South Crawford Avenue), shoes, re- 
ported sold out. 

MOUNT PULASKI, ILL.—Myers 
Bros., shoes, etc., incorporated with 
authorized capital of $24,000. 

AMEs, IowA—Mansfield & Gordon, 
shoes, etc., succeeded by Mansfield 
Clothing Store. 

CHICAGO, ILL.—Bilt Rite Shoe 
Mfg. Co. (850-860 West Weed 
Street), shoe manufacturers, incor- 
porated with authorized capital of 
$15,000. 

Lewis & Cohn (7000 Stony Island 
Avenue), shoes, dissolved partner- 
ship; succeeded by Sol Lewis. 

Satis-Factory Shoe Co. (215 West 
Randolph Street), mail order shoes, 
etc., incorporated with authorized 
capital of $15,000. 

SouTH BEND, IND.—Red Goose 
Shoe Store, shoes., etc., incorporated 
with authorized capital of $5,000. 

MOUNT VERNON, IowA—Bergman 
& Mathison, shoes, etc., dissolved 
partnership; succeeded by Ear! 
Mathison. 

WATERVILLE, ME.—Standard Shoe 
Store, wholesale and retail shoes, in- 
corporated with authorized capital 
of $10,000. 

Boston—A. L. Leavitt (230 Han- 
over Street), shoes, succeeded by 
Morris Corman. 

FALL River, Mass.—Patenaude 
Bootery, shoes, etc., incorporated 
with authorized capital of $10,000. 

LYNN, Mass.—Lynn Shoe Mfg. 
Co., shoe manufacturers, incorpo- 
rated with authorized capital of 
$50,000. 

Liberty Shoe Co., shoe manufac- 
turers, capital stock inereased by 
$28,000. 
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No. 475—Velvet pump, patent 
trim. Beaded Buckle coverin 
rest gore. 16/8 Spike covaball 
eel. 
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A Little More 
for the Money— 


The demand for Novelty McKays shows no signs 
of letting up and novelty jobbers and chain store 
buyers continue to favor us with increasing busi- 


We have a hunch that the reason for this is found 
in this fact:—-We deliver a little more for the money 
—in style, wear, fit and service. Such a proposition 
appeals to the wise merchandiser and accounts for 





our growing business. 


ELLIS EDDY COMPANY 


BOSTON SALESROOM 
207 Essex Street 


Room 202 Maine 
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THE TRAIL THAT LEADS 





i 
; 
t 
i: 
A 
4 
¥ 
; 
§ 
i 


IDEAL 
Buckles 
and Spats 


Buckles Are Going Big 


No. 1516—Metal buckles of distinctive designs and workman- 
ship, assorted, dow. prs. ...-eeeeeccecceeceeees ee $4.80 

Same, nplete with attach ts and inlays, doz. prs. .... 8.00 

Satin Powder Puffs, doz. prs. 

Black Satin Bows, No. 12 ribbon, doz. prs. ........0esee005 

Leather and Satin, Rosettes, assorted, doz. prs. 

Beaded Bows, assorted patterns and beading, doz. prs. ...... 

Instep Straps, beaded, doz. prs. ......... Rdspenepen ee esse 





Men’s Footwear Requires SPATS 
. 110—-Felt Spats, all wool, five ivory. buttons, in brown, 
black, fawn, beaver, taupe and clay, doz. prs. ....... $11.50 
. 112—Kersie Spats in brown, black, beaver, fawn, gray 
and pearl gray, doz. prs. 


. 114—Leather Trimmed Spats with four hand sewed 
buttons, doz. prs. 


. 115—Genuine English Box Oloth Spats in fawn and gray, 
3 


IDEAL MANUFACTURING CO. 


The House of Shoe Specialties 


4248 N. Crawford Ave. CHICAGO 





THE TRAIL THAT LEADS 








—if you stood | 
in the other |! 
fellow’s shoes 


for one eight hour work day—after that you would always remember to 
tell every working man to put his feet into comfortable shoes that con- 
form to every movement of the foot—and on a smooth leather insole that is 
free from nails from end to end—WORK CHIEFS are comfortable because 
they are TRAIL MOCS, and are made by real human beings who have 
feeling in their feet and a reasonable amount of respect for the other 
fellow’s comfort. Work Chiefs are priced for a big turnover—you can buy 
them from a wholesaler in your territory. Write us for his name. 


TRAIL MOC SHOE CO. 


Saco, Me. 


Boston Office 
139 Lincoln St. 


This is a 
WORK CHIEF 
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“THE TRAIL THAT LEADS”, 








When writing to advertisers please mention Boot anp SHoe ReEcorper 
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A few guests of the Family 


Shoe 


Store during story 
telling hour. 


Selling Children’s Shoes by 
Telling Stories 


Bakersfield, California, Leads the Way 


HE Family Shoe Store of 
Bakersfield, California, in the 
San Joaquin Valley, recently 


inaugurated a “Story Telling Hour” 


for the little folks. And as a result, 
more pairs of children’s, as well as 
of men’s and women’s shoes, have 
been.sold. For the kiddies all want 
to come to their own, exclusive play- 
room department, to hear about “The 
Three Bears,” “Peter Rabbit,” etc. 
And they bring the grown-ups with 
them. 

In the rear of the ground floor of 
the store is an alcove virtually a 
room by itself, where amid realistic 
scenes, from “Robinson Crusoe,” 
“Old Mother Hubbard,” “Jack and 
the Beanstock,” on the frescoed walls, 
children’s shoes are shown to good 
advantage. Here Mrs. Mary Strick- 
land Bayne, supervisor of the city’s 
twelve kindergartens, amuses the 
little ones from 10 to 11 on Saturday 
mornings. ie 

The affair was given good pub- 
licity in the daily papers, both be- 
fore and after each session of story 
telling. It was tried first on Wednes- 
day afternoon, after school. The 
Bakersfield Morning Echo pub- 
lished a three column picture on the 


following Friday morning, showing 
a section of the children’s shoe de- 
partment, the story teller, and the 
children who enjoyed the treat, with 
announcement that ‘Mrs. Bayne, 
who is superisor of kindergartens 
in the Bakersfield city schools, will 
entertain the youngsters with a 
similar event on Saturday (tomor- 
row) morning, from 10 to 11 o’clock.” 

It has now been made a perma- 
nent feature of the store’s Saturday 
morning business program. 

Whenever possible, Mrs. Bayne 
uses a book, showing the pictures of 
the story she is telling.: The stories 
she is to tell_-are announced by her 
and also by the press. In addition 
to the stories above mentioned, are 
“The Three Little Pigs,” “King 
Arthur and the Knights of the Round 
Table,” “The Search for the Good 
Child,” “The Little Red Hen,’ “The 
Tar Baby,” “Benjamin Bunny,” “The 
Gingerbread Boy,” and others. 

The playroom department, in addi- 
tion to the painted pictures on the 
wall, contains walking horses, mus- 
ical chairs, and the like. Parents 
are invited to come and bring the 
children. There is no admission fee. 
Toys aregiven to all children in 
attendance. 


All these added features were 
mentioned in the press publicity in 
the form of reading notices. Further 
emphasis was given to the story tell- 
ing hour through the publication of 
the statement of Elizabeth Morrison, 
President Emeritus and Founder of 
the National Kindergarten College of 
Chicago, author of a number of 
books on bringing up children, as 
follows: 

“Stories hold the same relative 
position in the development of chil- 
dren that literature does in the life 
of the adult. They give to a child a 
broader glimpse of life than his own 
little world can afford him, and bring 
to him richer and more varied experi- 
ences than it is possible for him to 
pass through personally. If the right 
kind of stories are made possible all 
those splendid ‘might be’s’ which like 
giants battle down the prison*wallg 
of fear and give to the soul the cour- 
age to bring to light its fair_ideals 
and beautiful dreams and thayigaTa ¢ 
from dull prose to glorious paetry.” 

The managers of this store say 
that they expect to make.these Satur- 
day morning story telling hours good 
sales stimulators for Christmas foot- 
wear. 
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LEPA SUN Factories Report Better 
RETO BUY § i 
. » [CONTINUED FROM PAGE 99] 

ens \hoe Y ' 

: marine blue patent leather. These 
were eye-catching samples. Bion F. 
Reynoids, Inc. showed men’s sport 
oxfords in all white, also white with 
black trimmings. E. T. Wright & 
Co., Inc., Rockland, featured in their 
exhibit an extensive line of men’s 
sport oxfords. Dunbar Pattern Co. 
showed an attractive line of white 
sport combinations in the most up- 
to-date patterns. Churchill & Alden 
Co. was another concern that fea- 
tured sport oxfords in various black, 88-90 Reade St. New York 


white, and tan combinations. Pres- 
ton B. Keith Shoe Co. exhibited both clair sieitay cite mone 


men’s and women’s sport oxfords in 
black and tan effects. Other con- SHOES and RUBBERS 
cerns showed varied patterns, in fact Every y and Friday 


practically all exhibitors at the 


Brockton Fair style show featured ‘4 PULLMAN TRAVELING SLI 
better"than ever in Quality and fit 
O Pullman 


Howard &. ——| sport footwear. 
SHOES aaa e ‘ tee oniy Ih sanulns 
é : GLAZED KID 


HAVERHILL Black—$1-40 por 
full sizes 3 toll in Stock 


Overlays and Gore Effects M. GUSTIN CO 





























BROCKTON, MASS. 





Address all communications to the factory Overlays in great variety are fea- J JOWI9St New York 


tured by Haverhill shoe manufac- a 

turers in pump and strap patterns. 

There is practically no limit to the a 

designs evolved by pattern makers. 

Contrasting effects in dull and bright 

leathers, also light and dark tans, THE SHOE FOR MEN 
OCKTON, MASS. 














are utilized in these combinations. ELLIOT SHOB CO. BR 


“HIGHEST GRADE ONLY Goring is extensively employed in 


AST WEYMOUTH, MASS. U.S.A. 


—e women’s footwear patterns, both in STOCK DEPT 5 
. ts, 7 

















side gore and concealed effects. The oa SNAPPY 
‘ poo : SNAP’ 
latter is cleverly utilized with the ACTION! STYLES! 


various shapes and sizes of tongues civilian Get’ to be Bie Ce 
and buckles. Referring to the to be Snappy” eS 





9) a. ‘ criticisms of some pump patterns as_ | THE STETSON SHOE CO., Ine. 

: ‘ . +7, "i Seuth Weymouth, Mass. 

M.A. PACKARD CO. regards poor fitting qualities, a de 
BROCKTON 











signer says: “Six and one-half inches 
is the limit for a pump opening. If SNAPPY SHOES 
NETTLETON longer the shoe will slip at the heel. | FOR YOUNG MEN 
Sh f Wort! Merchants who have received ship- Up to the minute Styles. Selling 
oes 0 ments of pumps having seven-inch Veoaee SS Priced to 
A. E. NETTLETON CO. openings are likely to return them | cRaiG-REED & EMERSON, Inc. 
i Re j i Broc Mass. 
H. W. eee ee re te founded objection that Besien O@m io High at, B 204 
MEN’S FINE SHOES EXCLUSIVELY 
BRIDGEWATER 


; —— WORKERS’ 
ROCHESTER 34, CO-OPERATIVE 


Marked Increase in Factory Orders ‘ant iT . ASSOCIATION 


Rochester shoe factories report a s ne Factory, Bridgewater, Mass. 
continued satisfactory increase in 2 
business, with a marked increase in 
orders, both for stock shoes and for 
make up, since the first of October. 
During the latter part of September 
there was a slight let up in the 
volume of orders received by local 
shoe factories, but now that the sales- 
men are again in their territories 
the orders are coming in again in 
an entirely satisfactory volume and 
local shoe manufacturers look for a 
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BEST-EVER SLIPPER CO., inc., BROOKLYN, N. Y. 








oot c 
Fort REGISTERED teh ad es 
The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 i Ave., N. Y. 
Chicage 0; Security Bldg., 189 St 


HIGH GRADE Mt MULES a D’ORSAYS 


Made of Satin, Ouilted Satin, Embossed 





SWHERETO BUYS 


Stylish Comfort Shoes 





DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


SN & Campbell 
122-124 Duane St., 
New York City 








me Lene dependable and 


rofitable styles con- 
stantly in Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 














EMIL RUBLACK 


Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 


140-142 WEST BROADWAY 
NEW YORK 








Ne. 250. $2.50 per 100 Established 1903 
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continuation of the present good 
business throughout the year and 
are very optimistic about the out- 
look for 1926. Rochester shoe fac- 
tories have enjoyed the best fall sea- 
son that they have had since the 
boom days of the war and reports 
from the salesmen indicate that the 
trade is turning back to high grade 
footwear and that the demand for 
shoes at a price has about reached 
its peak, and local shoe men are very 
much encouraged over the future 
outlook for business. 


CINCINNATI 
Factories All Busy 


A big late fall and winter busi- 
ness among the retail merchants and 
jobbers is forecast by manufacturers. 
All factory managers and salesman- 
agers reported that the orders com- 
ing from men out in their territories 
are sufficient to keep the factories 
running to capacity for a long time. 


Goldstein Buyer for 
Yorker Chain 


NEw YorK—M. J. Goldstein is 
buyer and general manager of the 
Yorker chain of seven retail shoe 


M. J. Goldstein, Buyer and General 
Manager of the Pag Chain of Shoe 
tores 


stores, with office at 196 Church 
Street. Mr. Goldstein has been with 
this firm for about a year, is popu- 
lar with the trade and with his or- 
ganization. He has in mind several 
new locations for the Yorker system. 


“A little experience often upsets 
a lot of theory.” — Walk-Over 
Shrapnel. 





IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.26 pr. 


Misses’ 
$1.20 pr. 
Childs’ 
$1.16 pr. 


BLOG SHOE FINDING os. ae 
147 Duane St., New York, N 








BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 














request. 
Alse Men's and Women’s Slippers ef every description. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 








Sumith 


HARD AND 
aga TOES 


srock 


Send for 
Price List 


325 W. Monroe St., aT ay Il. 








MANHATTAN FINDING CO. 


Wholesale Shoe Store Supplies 


145 WEST BROADWAY, N. Y. 
Bench Made Ballet Slippers 


Also a Full Line of Arches from $8.50 to $30.00 
a bozen in Stock 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
yle B102 Blk. Glazed 


Kid, Soft Toe 
6-11 11%-2 2%-8 
$1.30 $1.35 $1.46 
Cres OER 





Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








shoe patterns 


ARLE SHOE PATTERN CO. 


50 MAIN ST., BROCKTON, MASS. 























J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 











Beautifies Footwear 
Makes Oli Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 











201 South Street Boston, Mass. 











Telephone, LiBerty 8673 
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Addition to F. E. Adams 
Factory 


SEABROOK, N. H.—One of the 
largest factories in New England 
making exclusively women’s style 
turns will be in operation when the 
addition to the F. E. Adams Shoe 
Co.’s plant is completed. Work is 
now underway on an addition 50 
feet long to the present plant, with 
three stories and a working base- 
ment. This enlarged factory will 
give the plant a daily capacity of 
2000 pairs. Frank E. Adams, head 
of this concern, who is one of the 
successful shoe manufacturers of 
the younger generation, says in re- 
gard to the addition: “Our increas- 
ing business among the large city 
trade has brought about conditions 
which make the factory enlargement 
a necessity. We have ample labor 
to take care of our increased output. 
Seabrook craftsmanship in the mak- 
ing of women’s shoes is famous the 
world over. In a few weeks we will 
have our enlarged plant in complete 
working order.” 


Get Together for New 
England Show 


HAVERHILL—Members of the Hav- 
erhill Shoe Manufacturers’ Associa- 
tion, through an invitation from 
President Rickard, held a “get-to- 
gether” meeting in Boston last week 
with shoe manufacturers from other 
New England centers. The object 
of the meeting was to talk over pre- 
liminary plans for the annual New 
England shoe exhibition and style 
show to be held in Boston July next. 


Training for the Films 


HAVERHILL—Miss Thelma Todd 
of Lawrence, Mass., who was one 
of the models representing Haver- 
hill at the Boston Shoe Style Show 
last July, is on the way to stardom 


on the screen. Miss Todd, who at 
the Boston show was identified as 
“Miss Massachusetts,” is a_ tall 
blonde of striking appearance. She 
was one of the most attractive of the 
many girl models showing Haverhill- 
made shoes at the Boston exhibition. 
She was selected from thousands of 
applicants as a student in a picture 
school in New York City. She is 
now working on a six months’ period 
at that school toward the contracts 
which are offered to the so-called 
junior stars in filmdom. These are 
made up of eight men and eight 
women, all young and good looking. 
Under directors they are learning 


the fundamentals of screen acting. 
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T. W. Godsoe, Pres. F. BH. Jones, Treas. 
Ww. G. Donald, V Vice-Pres. 


_F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








The One 
W ater proof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK co. 
Tanneries at Danversport 95 South St., Besten, Mass. 











Colored 


Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


Exacting standards of manufacture 
produce Uniform Quality. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 











66 ELAM 99 


FlexibleTurn Shoes 
for the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 

ROCHESTER, N. 


eGins Mitantaetenen Email 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Boston Salesmen Stress 
Salesmanship 


The Boston Retail Shoe Salesmen’s 
Association, Inc., held its first meet- 
ing of the first half of its 1925-1926 
season last week. This group of 100 
expert shoe fitters—at the fitting- 
stool—and merchant buyers, once 
retail salesmen, inaugurated their 
eleventh year of existence by stress- 
ing the importance of good salesman- 
ship. The speaker of the evening 
was Carroll J. Swan of the Carroll- 
Swan Advertising Agency, a Colonel 
in the 26th Yankee Division, who 
talked in inspirational vein on Sales- 
manship. Colonel Swan said in part: 

“About everything in life is sell- 
ing. In some way, everybody is sell- 
ing something—it may not be shoes, 
nor advertising, nor merchandise of 
any kind. The physician is selling 
his services to his patients, the law- 
yer is selling the judge and jury on 
the idea they should give a favorable 
decision to his client; the minister is 
selling his religion to the congrega- 
tion—the cause of the great World 
War was sold first before men and 
officers went over there, and when 
we arrived on the other side every 
officer tried to sell the men again— 
by way of what we call morale—that 
we were fighting for the greatest 
cause for the greatest country in the 
world. And over there, despite all 
of the sufferings and handicaps, it 
was selling that again saved the day. 
Mr. Swan related several happy in- 
cidents of the Great War, all tend- 
ing to show that it was “selling” that 
won the victory for the Allied cause. 
He spoke of an interesting experi- 
ence of his early days of selling views 
on the road, in the country districts 
of the country. He said that it was 
a “hard game.” 

One day he had not sold anything 
up to 4.30 o’clock in the afternoon. 
He came across a farmer who, lean- 
ing against a barn, seemed to have 
much leisure time. The man listened 
to all Mr. Swan had to say, and 
agreed to everything with a series of 
“Yeps,” until the end, when he had 
to decide definitely what he would do, 
when the answer was “Nope.” Sales- 
man Swan said the very hopelessness 
of the case struck him as funny. He 
sat down and laughed. So did the 
farmer. The laugh helped him, put 
him in good humor, and before 6 
o’clock that evening he had sold three 
sets of views. And so he adopted the 
following selling slogan: “Always 
leave them laughing when you say 
good-bye.” Said Mr. Swan: “If the 





customer feels happy and you feel 
happy when they are leaving you, 


even if they do not buy, you have 
won half the battle—they will come 
back, and you can sell that customer 
over and over again.” 

He suggested “army organization” 
in getting a good attendance at meet- 
ings. With the president as captain, 
the vice-president, secretary and 
treasurer as lieutenants, and each 
lieutenant with five sergeants, and 
approximately fifteen men to each 
sergeant. When a meeting is to be 
held each lieutenant calls up the five 
sergeants and asks them to “get 
busy,” each sergeant rings up five 
men and asks each one of the five to 
notify the two or three others in his 
squad. This “alarm” system, Mr. 
Swan stated, had been used effec- 
tively by many associations. 

Arthur L. Evans, president of the 
Retail Shoe Salesmen’s Institute, 
compared membership in the Boston 
Retail Shoe Salesmen’s Association 
to entrance into a noble home. Some 
reach only the vestibule and by fail- 
ure to enter further into the work of 
the association know nothing of the 
real inside of the home. He stressed 
the common purpose of lifting up the 
profession to a place of higher ser- 
vice and greater respect. He dwelt 
on the joy of friendship fostered in 
this way. He asked the members to 
be of good cheer and to persist in the 
grand, good work of the association. 

President Fred N. Greenwood 
stated that during the past year, 
eight men had applied for work and 
were placed in good positions. He 
urged a greater interest in attend- 
ance at meetings. 

The following are members of the 
new executive committee: Percy E. 
Thayer, Elmer Kuhlen, Herbert E. 
Currier, Frank O’Neil, E. M. Rowell, 
Ernest Smith, Burt Murley. There 
will be a new member of the execu- 
tive committee appointed by the 
board of directors, to take the place 
of Edward Blomquist, who left a few 
weeks ago for Florida. 


Langdon Elected Legion 
Leader 


HAVERHILL—Lieut. Col. George 
W. Langdon, Jr., was elected com- 
mander of Wilbur M. Comeau Post, 
American Legion, at the annual 
election held in Haverhill Oct. 5. 
Commander Langdon, as chairman 
of the Armistice Day committee, 
called a meeting of this group to dis- 
cuss plans for the celebration, Nov. 
11. It was voted to ask the munic- 
ipal council to make it a legal holi- 
day in Haverhill and to send com- 
munications to the Haverhill Shoe 
Manufacturers’ Association and 
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Shoe Workers’ Protective Union 
asking for the hearty support of 
these organizations. Commander 
Langdon is a member of the old 
established shoe manufacturing con- 
cern of Hazen B. Goodrich & Co., 
Haverhill, and active in the affairs 
of that concern. He is popular with 
his military and business associates 
and thoroughly competent through 
ability and experience to serve in 
the important office to which he has 
been chosen. 


Leaves Milwaukee Hosiery 


WauPuN, Wis.—J. E. Mullins, 
assistant superintendent of the Bear 
Brand Hosiery Co., at Waupun, Wis..,- 
for the past two years, has resigned 
to accept a position with the Rich~- 
mond Hosiery Mills at Chattanooga, 
Tenn. He has already assumed his 
new duties. 


Merchants Hold Style Show 


RACINE, WIs.—Several shoe mer- 
chants of Racine, Wis., assisted with 
the big fall style show at the Rialto 
Theater. The style show is now an 
annual event in this city and attracts 
much attention. The shoe stores in- 
cluded in the list of displaying mer- 
chants this year were: the Walk- 
Over, Max and Jacob Lau, Stilb’s and 
Davies’. The show also included 
coats, dresses and millinery. 


- Feature Comfort Shoes 


MILWAUKEE.—The Walk-Over shoe 
store of this city is again attracting 
attention to its line of Relief and 
Princess Pat shoes by a window dis- 
play and demonstration of this foot- 
wear. The store followed a similar 
plan about six months ago, and the 
success of the venture at that time 
has resulted in its repetition. The 
campaign includes a special window 
display of both Princess Pat and 
Relief shoes, and a newspaper “tie- 
up,” with a demonstration which is 
held in the window at stated hours 
during the day. A young woman 
enters the window at these hours and 
displays the various points in the 
construction of the shoes which make 
for comfort and fit. A shoe specially 
constructed for demonstration pur- 
poses is used, while placards an- 
nounce the points of interest for the 
benefit of the onlookers. There is a 
steadily increasing call for these 
lines at the Walk-Over, and the 
demonstration is one means by which 
this demand is built up. 
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Your T'rade Name—Mark 
or Label 


What You Must Do for Protection Shown in the 
“Kleppner Chart for the Protection of Ideas” 





IpgaL 


METHOD oF 
Protection 


REQriIREMENTS For 
Tas Prorection 


DvraTIon 


CoMMENTS 





A TRADE - MARK 
which 


of a product telling, 
who made it or who 
sold it. 


——— with the 
'atent Office, Wash- 
ington, D. C. 


. Must be eli 


Must be physically af- 
fixed to a product or its 
container. 


- Must point distinctive- 


ly to origin or product. 
ible for ap- 
propriation by one per- 
son to the exclusion of 
others. 





ich ap- 


pars 5 not to an 
individ vidual product. 


A TRADE NAME 
A hii 


- Owner of name must 


show in court that an- 
other is | people 
to believe that Les are 
purchasing from the ori- 
ginal user of that name, 
when in fact they are 
buying from the infrin- 
ger. 





A SLOGAN 


A slogan as such cannot be copyrighted nor registered. 


20 years, renewable 
for similar peri- 
ods upon expira- 
tion. 


I. 


III. 


A word may be a trade-mar'! 

The first to begin pene Aare ‘use of a trade-mark 
is its owner for that class of goods, whether or 
not he registered the trade-mark. Registration 
serves to establish priority of usage. 

A trade-marked article can be > epee by another 
unless that article is patented. The trade- 
mark itself, however, must not be used by an- 
other for that type of product. 





The term “Trade-N is used in a confused 
sense. A TRADE MARK WORD. Is NOT A 

. There is an important dif- 
ference between the two, both in their applica- 
tion and in the case of defending their use against 
infringers. 














NT, @ piece of 


An ADVERTISE- 
ME 
copy, an illustration 


Co es byt i a with| A. 


brary of, Congress |B. 3 





resent an oirgi- 
ight no- 


ished, 
then A. wi 


Must re) 


ith ap- 
plication for copyright. 


* comes under the classification of labels. 


simple. 


Copyright fee only $1. 
it is, it 


Must not be attached to Pete: 





THE TITLE of a 
newspaper, house 
organ or magazine. 





Same as Trade-Mark. 
sovatention with 
aR Patent ce, 

ashington, D. C. 


- Must 


.- Must be physically af- 


ed to the newspaper, 
house organ or magazine. 


. Must point distinctively 


¢ product. 

Eble for ap- 
eonpeieiaen y one per- 
son to the exclusion of 
others. 


to ori 


20 years, renewable 
od a 
upon expira- 

tion. 


The title is really the trade-mark of the publica- 
tion. 


. Does not include ob title of a book (such as a 


eve a text 
U. S. Pat. An or: 


e =. 
ESR maya Heaiotened,” or a 
must pone) sppest in conjunction with a pm od 


mark so registe’ 





A LABEL 


yrighting with the 
Copyrie’ rh Wash- 


ington, D. 


. Must be attached to 
roduct. 
B. Must be descriptive of 


contents. 
Must tell who made the 


: goods or who sold them. 


Notice this is not copyrighted wi with the Copyright 


Gale but with the 
label differs fremn © tndoceeck in iat ts to 


" daserptive. and in atthe label includes the 


entire t while a trade-mark applies to the 
vice coed of the petated matter with which 


it appears on a pac 





DESIGN OF FAB- 
RIC. 


gre 

mt, from 

the - Patent Office, 
Washington, D. 


. Must be a new, original | 3 


and definite form into 
which a physical sub 
stance is moulded or 
shaped, which gives it a 

appear- 
ance (such as ornamen- 
tal design or pattern of 
texture, or furniture de- 
coration). 


This ap) essentially to textile 


L designs. 
. The fee ae ey varies with duration of patent. 





AN__INNOVATION 
PACKAGE 
CONSTRUCTION. 


. Must be a new discovey 


or invention of an art, 
manufacture, 
composition of matter, 
or @ new and useful 
improvement on one. 








pe mye foe Fone Fey mpediee = “hy hg 
of i desirable 





stage, sin i peanttes to the 
point of inefividalite 





AN__ INNOVATION 
IN PACKAG 
DESIGN. 


Infri may be re- 
E strated is court on 


ime unfair 
aha ng 





AN _ INNOVATION 
IN THE PROD- 
ucT I 





Shae ce Steention © 
tion. Pat nding with 


the Patent 
Washington, D. C 





An advertiser cannot cannot segister 0 calor, a sash. as his trade-mark, but he 
arbitrary combination of 
FR ieen ore 


trademark 


colors used in coatenetes = his , as his 
from imitating the 


i 
fall arseaeinaheans op a0 to bo walstaben for bin on tho grodadh of untae 


@ 1925. Prentice-Hawt, Inc., 70 Fifth Avenue, New York City. Ali rights reserved 
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3’Ws Lenox That Are Good Bets For Now 


SEND FOR OUR NEW STYLES CIRCULAR 


No, 4735 


Tan Calf Shield Ti gaa 


“THE NEW LENOX WELT” rubber heel, Mc 
1700—Child’s, Tan Calf No. 4735—G r i 
? ? Patent Leather Cut-out, no tongue, ov as 
3/8 $1.7 3-eyelet oxford, rubber heel, McKay. Girls’, 2% ba 7. on 


No. 6220—Misses’, 11% to 2 

No. 6221—Child’s, 8% to 11 

Same as above in All Tan Calf: 

No. 6225—Misses’, 11% to 2 No. een. 8% to 

No. 6226—Child’s, 8% to 11 11, spring heel..... 2.00 


ALWAYS IN STOCK Seme Shoce, as Abose Carried tn 
SAMPLES SHIPPED AT OUR EXPENSE 


WEIMER bo ecssincini « WATKIN CO. 
39 SOUTH SECOND ST. - - + PHILADELPHIA 











HERE IS A TYPICAL COLLEGE MAN’S SHOE 


MADE FROM THE FAMOUS IMPORTED MOOR CALF 
Retails $8.50 to $9.00 


On our famous “London Bobby”’ last 
with soft Armstrong cork box. 


MADE TO ORDER 
WITH PROMPT DELIVERIES 


Heavy single sole and fudged around 
the heel. Solid leather construction of 
heel and counter. Heel top-piece 
screwed on with five brass screws. 
Calf lined to toe. Pinked edges with 
double row of harness stitchings. 


Schwarz-Ruggles, Inc. Brockton, Mass. 


NEW YORK OFFICE, MARBRIDGE BLDG., ROOM 907 
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page per issue: 
1 in......$5.00 $4.00 $3.50 


4in......20.00 16.00 14.00 





Space ltime T7times 13 times 


2 in......10.00 8.00 7.00 
3 in......15.00 12.00 10.50 


26 times 62 times 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
Recorder rates for space less than one-eighth 


ify 
Eby? 


Payment in advance is required, except when regular advertisers, as amounts are too small 








= 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





fie wep 1/5 sed “a side ETT leather 
rst and stitchdowns popular 
pee nS shoes in stock. Good territories 

Give full particulars. 


7 commission. 
ir hoe Can 420 St. Paul St.; Rochester, 


EXTRA MONEY FOR SHOE SALESMEN. 
Best, groves. quickest selling side-line ever 
offered. Article needed and used by thousands 
srerywaers, Unusual chance for extra profits. 
— nae —_ he. F weekly in average terri- 

in pocket. Great talking 
~ on nla see redvetiats at once. A con- 
stant repeater. ee. income. gr ‘ ~ 
State mpertemee. erritory covered, for 
how a What houses you have Soom. i 
Ag and other facts emt yourself. We want 





iable men.. This offer is from an old-estab- 
lished 7. Address W. W. H., 1802 Lytton 
Bldg., Chicago. 


W represent Wideawake successful = A 
Mass. manufacturer 

owe shoes with instock "ace sa trod 

giving Sout A territory. ddress B 

4, $34.'e/0 Hoot bdo Menenden tl 207 South St. es 











OPPORTUNITY 


Manufacturer of quality line of branded chil- 








Making a Good Living 
by Selling Shoes Is 
Still Possible 


We'll show you how if you have 
the will to work, and fair expe- 
rience. We are open for men 
in— 

1—New York State 

2—Lower Ohio and Kentucky 
3—Texas, etc. 

4—Coast 


We prefer young active repre- 
sentatives who can hustle for 
stock or factory business; who 
live on the territory and own a 
car. This is an opportunity to 
connect with a large successful 
maker of popular priced men’s 
and women’s welts. 

Give us your complete record in 
the shoe business. For the Coast 
and Texas we would agree to 
take men who would carry non- 
conflicting lines. 


Address B-712, care Boot & Shoe 
Recorder, 207 South Street, Bos- 
ton, Mass. 











Write for particulars, giving references. 


ienced salesmen to cover the above territory. 
STAMP’ we RK SHOES, Goodyear Welt and Nailed, in wd Outing and Moulder. 


Western Pennsylvania, Ohio, Pre Aa 


e make unlined UNION 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 








A Real Opening 


for a Volume Man 
te 


The most successful maker of men’s 
shoes retailing at $6.00 to $7.50 
would like to interview men who 
have specialized in handling volume 
accounts in the men’s field. 


We need only one such representa- 
tive to supplement the work of mem- 
bers of the firm who cannot cover 
any more ground. 


We have plenty of the average sales- 
man on our force now: But we can 
use a super-salesman (not over 40 
years old) who is selling men's shoes 
to ’the leading stores in each big 
city, or chain stores and group 
stores in the middle west, far west, 
south and southwest. 


Tell us in confidence all about your 
past and present records and con- 
nections. In short give us all details 
which weld prompt us to arrange 
an interview. 


Address B-713, c/o Boot & Shoe 
Recorder, 207 South Street, 
Boston, Mass. 





Shoe Salesmen 
Attention 


If you are not satisfied with your 
present line, read on — 


A Brocton factory making a line 
of “Snappy Shoes for Young Men’”’ 
is desirous of connecting with two 
salesmen of proved ability in 
handling high class trade. 


Up-to-the-minute lasts—plenty of 
peppy patterns—high grade mer- 
chandise to retail at $7.00 and $8.00. 
West of the Mississippi and the 
entire South is open territory. 


This is not a job but a straight 
6% selling proposition. 


If you have confidence in your 
ability to make money for yourself 
with such a line you may be one 
of the men for whom we are look- 
ing. Address B-716 c/o Boot & 
Shoe Recorder, 207 South St., 
Boston, Mass. 7 

















WANTED experienced salesmen well ac uaint- 
ed in the trade to sell the “Health 

line of children’s medium priced double stitched 
shoes. Territories open West, South and Mid- 
die West. Straight commission basis. Give 
full particulars in first letters. H. F. Malott 
Shoe Co., 1915 No. Girard St., Chicago, Ill. 








SALESMAN wanted to 
carry line of high grade 
turn shoes from Chicago to 
Denver. Experienced man 
required with extensive fol- 
lowing. Sigman & Cohen, 
Inc., 1089 Flushing Ave., 
Brooklyn, N. Y. 


FIRST CLASS SALESMEN 


— good credit, large volume re- 

accounts can now make direct fac- 
and connections for a 25 sample line 
of t infants’ and children’s medium grade 
stitchdowns. Shoes 


now 

North, West, and 

Southwest open. Good margin for both 

and com- 

mission only. State age, references, 

territory covered, and mr ~ of other 

lines now carried. mfidential. 

Promptly address B-714 “ie Boot and 

Shoe Recorder, 207 South Street, 
Beston, Mass. 























Milwaukee Work Shoes 


ne an ee dee ee ie 
If you can sell work shoes and 
Seuss Sooven Sh, welte giving Selepeuaed 


Stephen Strong Shoe Company 











gee 
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SALESMEN WANTED 





FOR SALE 





E need a few live wire salesmen to sell our 

line of fireplace fixtures, builders —— 
ranges and radiant heaters. We req re real 
salesmen and will pay for oc. Ra with 
references, Peerless Mfg. isville, 
Ky. Lar and eldest —— - BR in the 
world of fireplace fixtures. 





Wage 3 live energetic salesmen, acquainted 
with trade, to séill on commission high 
grade well known line of shoe os. com- 
lete variety; in territory south of Virginia and 
entucky and west of the Mssissippi River. 
State experience, territory , > references. Ad- 
dress B-710, c/o Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED salesmen with experience to show 
our line in large cities. novelty 
covered heel McKay’s to retail at $5; will send 
new patterns often. 6 per cent commission. 
Give all details in your first letter. Address 
B-709, c/o Boot and Shoe Recorder, 207 South 
St., Boston,. Mass. 





A RARE OPPORTUNITY. Salesman wanted 
to represent a large up-to-date line of popu- 
lar — women’s and children’s novelty and 
staple shoes in New Jersey territory. Only 
those who have an established trade and are 
in the habit of making big a: need apply. 
Address B-708, c/o. Boot and Recorder, 
207 South Street, Boston, Mass. 





WANTED live wire salesman for Connecticut 

and vicinity to take side line of women’s 

popular priced McKays. Address B-707, c/o 

— and Shoe Recorder, 207 South St., Boston, 
ass. 


EXCELLENT OPPORTUNITY FOR 
SALESMAN in Pennsylvania and Ohio 
with sepensetee manufacturer of com one 
lines of house and bedroom dippers as we 
imported novelty shoes. blished trade 
mark. Only aggressive men be experience = 
the trade aoa apply. Drawing account agains 
commission and imited opportunities for de- 
velopments. Give all details in first letter, in- 
cluding age, experience, yearly = records, 











Stitchdown Shoe Manufac- 
turing Business 
located in city of about 35,000 


tion for sale. or ad 
B699, c/o Boot and Recorder, 207 
South B 


treet, Boston, Mass. 











Everything for Your Christmas 
Window Displays 
Artificial flowers, fancy papers, back- 
re is, velours, fixtures, price tickets, 

ete. 

ART WINDOW DISPLAY CO. 

130 West Broadway (cor. Duane St.) 
ew York City 





OPPORTUNITY FOR A 
LIVE WIRE SHOE 
MERCHANT 


Store, stock and fixtures for sale 
at a low price. Only in business 
2 years. The reason for wanting 
to sell is due to other interests. 
Store located on one of the 
best streets in a city of 75,000 
and a drawing population of 
nearly 200,000 Industry of 
the city alive with factories. 
Address B-718 c/o Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 











earnings and references. _ Stri 
tial. Address B-717, c/o Boot onl Shoe Re- 
corder, 207 South St., . Mass. 








BUSINESS OPPORTUNITY 








An Exceptional 
Opportunity 


A leading apparel house of 
nearly a hundred years’ stand- 
ing in New Orleans is erecting 
a modern store in the heart of 
the retail district. 


It is prepared to offer about 
2,500 square feet of floor space 
to be operated on a leased basis 
to a high grade ladies’ shoe de- 
partment or a high grade chil- 
dren’s shoe department or both. 
Address K-803 care of Boot and 
Shoe Recorder, 127 Duane 
Strest, New York City. 











POSITION WANTED 





YOUNG man familiar with manufacturing and 
selling to Wholesale and Volume trade wants 
connection with some reliable concern. Address 
B 703, c/o Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





HELP WANTED 





WANTED—Expert window trimmer, one cap- 
able of writing window advertising and 
handling chain store proposition. Apply by 
letter Beck Hazzard, Inc., 326 Lefayette st, 
New York, N. Y. 








WANTED TO PURCHASE 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 


SHOE RECORDER to avoid peeing any 
statement likely to mislead its readers. The 
te — 


any 
vertising o atter which is not is 
line with this policy. 





OFFICES IN 


BOSTON ge my Pa | Street. Cer- 
the Boston office. 


Telephone Maine 1089. B. C. Bowen, Man- 
ST. LOUIS OFFICE: 1627 Locust St. H. M. 
, Manager). Telephone 


Bidg. Geo. W. R. b 
ss a OFFICE: Second National Bank 
Bldg. H. M. Bowen (B. C. Bowen, Man- 
ager). Telephone Canal 1560. 
ROCHESTER OFFICE: 626 Powers Bidg. 
Rositer L. Western New York Rep- 
Stone 1133 


nager I, Adlergasse 12, Vienna, Austria. 
ARGENTINA Buenos Aires, Rivadavia, 2721. 


na, Gerente. 

BRAZIL: Gerente, John 6, Fitch, 88 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127, Otte 

we ~ Mr. H. Gomez, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama, J. F. Wager, 


Manager. 
SPAIN: Gerente, Leoncio de Mi Librere 
Editor, 20 Fuencarral, 








MISCELLANEOUS 

















WAnrtp a chain store organizati 
to become interested in a going shoe 
tesbamt There is a splendid mag yt 
make money. Address B-715, Ph ta and 
= Recorder, 207 South Boston, 
ass. 








FOR RENT 


FoR RENT, the most r ane vebualie curses i 
Second Ave. an 
a? fe tite 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 
ENTIRE STOCKS 
Darga in 


FOR 
CASH 
Pas Fen yo te Bn og 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We 
your surplus or slow sellers. 
Retail who! 











ATTRACTIVE 
—) 9 1 O) Sue Gr Oe 0), 6) 


AND 


LABELS 


th xclus ec shoct 


PRICE-SERVICE-OUALITY 
THAT SATISFY 


S 8 TABELS © 
> tE XINGTION 
BROOKLYN WY 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 








IDEAL ROLLING 
LADDERS 


are 
25% Cheaper 
and Guaranteed 
Write for Oatdlog 
Success Furniture 


Corp St. Louis 
irkwood, Mo. 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
































ip the 
your store. Shipped sub- 








Metal Shoe Fitting Stools 


\ 
write tor THE CHICAGO 
and Prices WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 


ject to approval and 
satisfaction guaranteed. 
Write for our latest ca- 
tal showing 15 styles 
of laddérs as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 
933 Arch St. 
PHILADELPHIA 


Are Business Getters 


Send for Catalog and Prices 


























WANTED TO PURCHASE 








~ 


( CLICKER 
DIES 


34 inch at 12 cents per 
running inch. 
144 inch at 17 cents per 
running inch. 

Minimum 15 Inches 


PROMPT QUALITY 
DELIVERY GUARANTEED 


FOLEY & HALLQUIST 











We’ll Buy For Cash 


Complete shoe stores, factories, or 
large or small stocks of shoes, leather, 
findings, or any other merchandise. 


CASPER and MacLEN 
170 Summer St., Boston, Mass. 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
S10 “Sreenwan, Brooklyn, 














WHERE TO BUY 

WANTED STYLES 

An Extra Editorial Service 
to ‘“*Recorder’’ readers, free 
for the asking, with authen- 
tic information on current 


problems. 


1313 North 7th St. 
SS ST LOUIS MO. 








‘Made Only of Wood 
for ail lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 

















WANTED TO PURCHASE 











CASH PAID 


for entire shoe stocks or s us stocks 
of shoes or oth Any 


other " 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 











—_ 


ey WE (ARTON 


abels 


We design and print most 
of those used by the ShoeTrade 


Complete set of samples on request 
Ti Ts 
i, 


ob PLANT: BROCKTON M 
STON 2 ESSEX ST 


OFFICES an 


Public Demands Service 


CINCINNATI.—“The public today 
demands 100 per cent service. Sales- 
men must fit persons desiring to buy 
shoes,” William E. Newbold, buyer 
for the Smith Kasson Company, de- 
clared commenting upon the situa- 
tion in the shoe business today. 

“Customers remember the place 
where they bought the shoe which 
gave them satisfaction in every way. 
If the shoe fits the person wearing 
it, he not only will be greatly pleased 
by the comfort gained, but will be 
surprised by the added life to the 
shoe,” Mr. Newbold continued. 

Going from the salesmen-customer 
aspect of the business to the buyer’s 


‘point of view, Mr. Newbold added, 


“Merchants should not ‘go crazy’ on 
styles, trying to stock their shelves 
with a great many models, but they 
should select several good numbers 
which are sure to please the public. 
Women today are not demanding 
freakish or out-of - the - ordinary 
styles, but rather seek for daintiness 
in footwear. That is the reason, for 
the big demand which every sales- 
man is experiencing for shoes with 
little trimming.” 
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Philadelphia Shoe and Leather 
Golfers Hold Tournament 


The Philadelphia Shoe & Leather 
Association has up to now been an 
entirely informal gathering together 
of men in both the leather and shoe 
fields in Philadelphia for the pur- 
pose of sociability, and more par- 
ticularly a semi-annual golf tourna- 
ment. The last and perhaps most 
successful thus far of these tourna- 
ments was held on Friday, Oct. 2, 
over the course of the Manufac- 
turers’ Country Club at Oreland, Pa. 

The tournament, in which sixteen 
foursomes participated, was fol- 
lowed by a very enjoyable dinner at 
the club house, at which covers were 
laid for seventy-four. A very ex- 
tensive list of prizes, including two 
cups—one for the lowest gross score 
and one for the lowest net—were 
donated respectively by Percival E. 
Foerderer of the Robert E. Foerderer 
Co. and Henry Antweiler. 

As at present organized, James 
Edwards of J. Edwards & Co. is 
president and Earl C. Cookman of 
the leather industry is secretary. In 
fact, it has been the activities of 
these two men that has kept the or- 


ganization most active. At the din- 
ner, however, tentative arrange- 
ments for a more truly fixed 


organization with a regularly en- 
rolled membership and officers were 
decided upon. A further activity in 
the way of extending invitations to 
the golfing organizations in the in- 
dustry of New York, Boston and 
Chicago was also discussed and 
urged. In this event the real golf 
championship of the shoe trade can 
be definitely settled, and in all proba- 
bility a suitable trophy secured. 
Following is the list of winners: 

Mr. Devine of the Devine Yungle 
Shoe Co. of Harrisburg; A. A. Bur- 
nett of the A. C. Lawrence Leather 
Co.; Anthony Geuting of Philadel- 
phia; W. T. Bryan, Bryan Shoe 
Shop; Howard Altenderfer; A. E. 
Mathews of Burk Bros.; Percival 
Foerderer of the Robert H. Foer- 
derer Co.; William Altsman of the 
Selby Shoe Co.; Earl C. Cookman; 
K. D. Marlott, Marlott Leather Co.; 
George Meally, Ohio Leather Co.; 
Mr. Stiles of John R. Evans & Co.; 
Mr. Linsinmeyer of the Little Tretco 
Co.; Dan Daniels of R. D. Smith & 
Co.; John Thomas; Ed. Wright; J. 
C. Zimmerman; Arthur E. Best; 
Mr. Sautter of Wilmington, Del.; 
Henry Homer of Donnell, Carman & 
Mudge, Inc. 

Prizes were donated by Percival 
Foerderer, Henry Antweiler, Willis 





Altenderfer, J. C. Zimmerman, Mr. 
Schoenberg, Wilson McNeely, W. T. 
Bryan, Ross Chamberlin of Laing, 
Harrar & Chamberlin, Earl Shuster, 
Keystone Leather Co.; Mr. Daniels 
of R. D. Smith & Co., George Meally, 
Ohio Leather Co., and H. E. Gutter- 
son Co. of Boston. 

The next meeting of the associa- 
tion will be held at the Lulu Country 
Club on the third Friday of next 
June, when Frank Foster and 
Leonard Aschenbach will be hosts. 


George H. Bass Dies 
at Wilton, Maine 


George H. Bass, pioneer shoe 
manufacturer and President of G. 
H. Bass and Co., makers of the 
famous Rangeley Moccasins and Bass 
shoes for hard service, and origina- 
tor of this type of footwear, died at 
his home in Wilton, Me., Wednesday, 
Sept. 30, aged 82 years. Mr. Bass 
had been in ill health for some time 
and his death was not unexpected. 

In writing of the death of Mr. 
Bass, Arthur G. Staples of the Lewis- 
ton, Me., Evening Journal says: “He 
was a strong individual type, public- 
spirited and generous and of a mod- 
est, silent manner in business and 
about the shop. No man commanded 
more respect for his integrity and 
virtues; and none has lived a more 
useful and laborious life than he. He 
believed in work; in unceasing en- 
deavor; in self-culture, in study and 
in responsibility to his country, his 
State and his community.” 

Mr. Bass’s sons, Willard, who is 
secretary and sales manager, and 
John, treasurer and superintendent, 
have been associated with their 
father for many years and have con- 
tinued to carry out the Bass ideals 
during the illness of their father. 

Besides his sons, Mr. Bass leaves 
a wife and two daughters. 


Production on Increase 


Anticipating a busy fall season 
manufacturers produced in August 
some three million or more pairs of 
shoes than they did a year ago in 
the same month. The January to 
August production of this year is 
around nine million more pairs than 
last year. 

The Department of Commerce 


announces the following figures with 
regard to the production of boots 
and shoes in August, 1925, based on 


118 


reports received from 1065 manufac- 


-- turers, representing 1214 factories. 


The total production of boots and 
shoes during the month of August, 
1925, amounted to 28,374,244 pairs, 
as compared with 24,758,348 pairs 
in July, and 23,448,588 pairs in June, 
1925, 25,473,054 pairs in August, 
1924, and 30,028,391 pairs in Au- 
gust, 1923. Comparative figures for 
January-August show 213,583,017 
pairs produced in 1925 and 204,763,- 
683 pairs produced for the same 
period in 1924, 

The August production included 
7,332,714 pairs of men’s shoes (high 
and low cut, leather), 1,896,280 pairs 
of boys’ shoes, 9,765,093 pairs of 
women’s shoes, 3,249,038 pairs of 
misses’ and children’s shoes, 2,095, 
708 pairs of infants’ shoes, 390,359 
pairs of athletic and sporting shoes 
(leather), 868,848 pairs of shoes 
with canvas, satin, and other fabric 
uppers, 2,154,934 pairs of slippers 
for house wear and 621,220 pairs of 
all other leather or part-leather foot- 
wear. 


Rickard to Expand 


LYNN.—The Lynn Chamber of 
Commerce has appointed a special 
committee to negotiate with Edward 
Rickard, of the Rickard Shoe Co. of 
Haverhill, to see if he will start in 
Lynn the branch factory that his 
firm proposes to establish. Mr. 
Rickard formerly manufactured 
shoes in Lynn. 


Douglas Model at Brockton 
Fair 


BROCKTON.—Miss Fay Lahey, a 
professional model, made her debut 
at the Brockton Fair shoe style show 
wearing W. L. Douglas Co.’s foot- 
wear. Eight shoes were featured by 
this model, including a new line of 
welts with wood heels. Special 
pumps, evening slippers, and walk- 
ing shoes were shown in a variety of 
leathers and color combinations. 
Indicating the popularity of women’s 
sport shoes, was a green kid and 
white nubuck oxford trimmed with 
green kid. This shoe had a green 
crepe sole and green spring heel. 


Gold Shoes for Golden 


Anniversary 


BROCKTON.—Stacy Adams Co., in 
recognition of its golden anniversary, 
celebrated this year, exhibited at the 
Brockton Fair style show a pair of 
men’s oxfords of gold kid, made with 
the highest grade materials through- 
out. 
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Did You Ever 
Think of This? 





You probably have 
used equipment, shop- 
worn equipment, out- 
of-date models or prod- 
ucts which you do not 
want but which some 
one else would be glad 
to get hold of at a price 
under the market. 









Classified Advertis- 
ing inthe BOOT AND 
SHOE RECORDER 
will move them quickly 
and economically. See 
Classified Section for 
Advertising rates. 
























When writing to advertisers please mention Boot anp SHor REcORDER 


When in New York 
LIVE RIGHT ai the 
RIGHT PRICE! 


HE next time you visit New York, 
am die Yaad omy «Rm Por 
tinique. A modern, fireproof build 
ing, in the very midst of the shop 
theatrical and business dis- 


“The Best ficts, the Hotel Martinique offers 
Without every convenience to busy 
Extravagance” Visitor, 


The rates at the Hotel Martinique are 
as low as $2.50 per day. Club breakfast 
45c—delightful table d’hote dinner at 
$1.25. Special luncheons are also served 
at the most moderate prices possible. 


Investigate the extraordinary service 
and economy of the Hotel Martinique by 
stopping here on your next visit. 


A. E. SINGLETON, Res. Mgr. 


HOTEL MARTINIQUE 


Affiliated with Hotel McAlpin 


Broadway—32nd to 33rd Streets 
New York 





APPROVED BY 
MEDICAL MEN 


support for the ankles of |; 
gtowing children and as a ly 

ventilated shoe, the Burkley Venti- 

lated Foot Developer is unexcelled. 

Well known surgeons recommend its 

ue. 









Make your stock of 

vEnTiLaTiOns! children’s shoes com- 

PATENTEO plete by sending your 
order today. 


Phone Brockton 2133 
for immediate action. 


BURKLEY 
' SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 


PAD 
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GREELEY BOUDOIRS 
ARE DIFFERENT 


That is what they say when they 
have tried them. I have been ~ 

claiming them superior in qua ity, 
and repeat orders from 
everywhere prove I am 
right. Give my line a 
trial. Black and Colors. 
Leather or Rubber Heels. 


STOCK 


36 Pair Cases 
If your jobber cannot supply you, write me. 


A. W. GREELEY 
Sea? Deenninese : Fvehe, San BS 


Deliveries At Once 
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New findings profits 
Jrom new Repco Brushes and Daubers 


E new line of Repco Brushes 

and Daubers offers a fine op- 

portunity for additional findings 
profits. 


No shoe store is complete without 
a stock of Repco Brushes and 
Daubers. Customers recognize 
their value instantly and little effort 
is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery 


Repco Daubers are made only in the 
stapled type. Like the brushes they are 
of the finest stock and finish. 


Repco Brushes are made in six differ- 
ent types. The Daubers are made in four 
different types. 


Show them 
in your 


windows 


San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


When writing to advertisers please mention Boot anv SHor Reccrper 





Corporation, Boston 





